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FOR APOSTLES. ee 


their own reward! 


The life insurance business has many 
Outstanding « 


- apostles.” They are [= 
€ salesmen whose efforts are de. 


| “DEAR EDITOR~" 


For the past year and a half we’ve been 
in regular communication with the 
nation’s editors and newspapermen 
through our advertisements in three 
journalistic trade publications .. . Editor 
& Publisher, The National Publisher, 
and The Publishers’ Auxiliary. Two 
typical messages are reproduced here. 


, encouraging financial se. 
Curity for millions of American 
families. We wanted to be 
apostles had the same 
themselves, 


Now we've added an Insurance 
Benefit Plan for our salesmen, The 
Plan includes life iMsurance , , . ac- 
cident and Sickness benefits 
hospitalization allowance a 
8ical fees. The cost 

is shared by the 
salesmen, 


Sure these 
Security 


€ and sur- 
of the new Plan 
Company and the 
The ads are not designed to sell life in- 
surance, but rather, they have a public 
relations objective. They inform news- 
papermen of Mutual Life's efforts to 
offer an ever-improving life insurance 
service to policyholders and the public. 


. So we developed the Mutual Life. 
time Compensation Plan, which 
en Our salesmen a Steadily 
creasing income for a level volu 
of Production, With no additio 
cost to Policyholders, The Lifeti 


Plan also Provides a liberal retj 
ment income, 


in- 
me 
nal 
ime 
re- 


™ believe that this program of 
Security for our salesmen will en- 
able them to provide increasingly 
better service for our Policyholders, 


THE MUTUAL LIFE 


> 
34 Nassau Street * New York 5, N.Y. 


Because editors and newspapermen 
have such an influence on the opinions 
of other people, we believe that keeping 


ee ee ee 


For some time, we’ve been doing 
battle with a mythical dragon. And 
we're glad it’s dead, because it 
plagued our policyholders for years. 
There was an old tradition in the 
life: insurance business that when- 
ever a policyholder wished to report 
a change in status, a notarized sig- 
nature was required. If he changed 
his occupation, lost his policy, as- 
signed it for a loan. .. for any one 
of a hundred reasons, the policy- 
holder was forced to seek out a 
Notary Public, to witness and at- 


test his signature, before the Com- 
pany would recognize the change. 

Four years ago, we decided to rid 
our policyholders of this annoying 
procedure. Gradually we whittled 
away at the number of notariza- 
tions required, until today there is 
not a single situation in which a 
Mutual Life policyholder, or his 
beneficiary, must submit a nota- 
rized statement. 

We feel sure otir policyholders 
are pleased; and as for us . . . we are 
looking for another dragon to slay! 


THE MUTUAL LIFE 


INSURANCE. COMPANY of NEW YORK 


34 Nassau Street « 
%, 


New York 5, N.Y. 


them up-to-date on Mutual Life develop- 
ments is an important part of a sound 
public relations program. 


National 


Our 2nd Century of Service 
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“Top 
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trator. 
: reached 
When young Bill Dugger return- commen 
ed from the South Pacific, pushed authoriz 
the horrors of Iwo Jima out of his Ss 
mind, and doffed his Marine Lieu- el aft 
tenant’s uniform he had no selling Lacks I 
experience whatever. But he wise- i - 
ly decided to follow the advice of F ol 
his father, Executive Vice Pres- eihca 
ident W. L. Dugger, and became him as” 
letter-perfect in the sale of our three exclusive Franklin Life contracts, by a co 
His first sale was made on August 27, 1946. Today he stands fourth i 
in the entire Franklin organization in paid business for this year, with “hs soo 
a total of over $600,000 as of September 1. His average sale is approxi- million 
mately $7,500. And he specializes almost exclusively in the President’s be a 
Protective Investment Plan, the Guaranteed Life Annuity, and the . 
Lifetime Disability Income Plan. “Why offer what every other sales- The 1 
man has,” says young Bill, “when the Franklin exclusives are so much and an: 
easier to sell?” be N 
Scores of other Franklin representatives, veterans and beginners, — 
feel the same way, That’s why they encounter far less sales resistance “We « 
than the average insurance salesman. And that’s why their average holders | 
cash earnings far exceed those of other life insurance salesmen. re rte 
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House Group Blames 
Breining for NSLI 
Inefficiency, Delays 


Says Job Needs “Top 
Executive Ability”; Wants 
Business Man in Post 


WASHINGTON — Charging “‘ineffi- 
cient and inadequate” insurance service 
by veterans administration, a House vet- 
erans affairs subcommittee demands “a 
change in top personnel” of the VA in- 
surance department, in a report based on 
months-long investigation of many com- 
plaints received from veterans and their 
friends. 

“Top personnel” in insurance at VA is 
Harold W. Breining, assistant adminis- 
trator. Mr. Breining could not be 
reached the first of this week, but “no 
comment” was the word from a VA 
authorized spokesman, who said the 
agency had not received a copy of the 
report and would have nothing to say 
until after it had. 


Lacks Help to Pay Dividends 


The report did not mention Mr. Brein- 
ing by name, but referred frequently and 
specifically to him by title. It quoted 
him as saying in response to questions 
by a committee member as to “a con- 
siderable surplus in the insurance fund” 
and when a dividend would be declared: 
“As soon as we can complete some 10 
million tabulations which have yet to 
be made,” and that if VA is not granted 
additional personnel for insurance work, 
“then we will not pay a dividend.” 

The report also quoted questions to 
and answers by Breining concerning 
when National Service life policies will 
ha. in lieu of certificates at present 
eld. 

“We do not plan to issue policies to 
holders of term insurance,” he is quoted 
as saying, “only to those who convert 
to regular (permanent) forms... . when 
we can get additional personnel.” 

If VA is not granted additional per- 
sonnel, Breining added, “then we will be 
unable to issue policies.” 

“The 18,500 people employed in vet- 
erans administration insurance far ex- 
ceeds the number of employes per policy 
by any commercial insurance company,” 
the committee report says. 

Conceding that Mr. Breining is an 
authority on government insurance law, 
precedent and history, the report says, 
however, that “there is considerable 
question as to his ability and capacity 
for successfully managing an operation 
employing 18,500 people | and serving 
several million customers.” 

It goes on to say that a knowledge of 
government insurance is not nearly so 
important in this job as is top executive 
ability, since actuaries, underwriters and 
other insurance specialists are available 
di to provide this technical knowl- 
edge 

“What is needed at the top is an 
aggressive, progressive-minded  execu- 
tive who will see that the end result of 
a satisfactory service is achieved in 
short order,” says the report. 


URGED REPLACEMENT 


The committee recommended to VA 
Administrator Bradley last July that 
reining be replaced by an experienced 
siness executive, not necessarily an 
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All Signs Indicate This}Is 
The Time to Sell Group 


Indications are this is an ideal time 
for producers to get the share of the 
commissions and contacts which writing 
group life and casualty covers can bring 
them. 

Prospects are particularly ripe in the 
states which recently dropped the group 
minimum, opening a whole new field. 

Increased Blue Cross rates and un- 
favorable publicity received as a result 
of the Blue Cross solvency difficulties in 
several sectors are causing a great many 
employers to seek hospitalization cover- 
ages from insurance companies. 

This is the time to help the employer 
out with his Christmas shopping. Com- 
panies are always rushed just before the 
Christmas season, getting out certifi- 
cates for employers to give their work- 
ers as Christmas presents. 

Right now the employer is beginning 
to look at his profits with an eye toward 
income tax and, because this has been 
a good year for many enterprises, there 

will be a number who will divert their 
money groupward. 

In soliciting group, the producer is 
now aided by union pressure and prec- 
edent which has made group insurance 
a standard part of the bargaining 
formula. 


Small Groups Selling Fast 


In those jurisdictions were the group 
minimum has been lowered, companies 
have been writing life cases in the new- 
ly eligible groups, and have been even 
busier with accident and health and hos- 
pitalization writings. This isn’t count- 
ing the tremendous administrative ac- 
tivity they have had in transferring exist- 
ing wholesale cases to a group basis to 
match the new limitations. 

Several companies have been stress- 
ing the value of writing these new 
groups for their young agents and those 
who have not previously ventured into 
group. Groups between 25 and 50, and 
in some states lower, have proved a 
good entree to the business. Some of 
these cases have been solicited previ- 
ously for wholesale, but a great many 
others have remained unsolicited. Such 
cases take less time to cultivate and 
close than a large group case on which 
there is a lot of “pencil sharpening” by 
competition. In general, it is the com- 
panies which are newer in the group 
field and are not firmly entrenched in 
large cases which are pushing the sale 
of this small group business. 

The producer who goes after these 
smaller groups will find that there is a 
greater chance for writing the business 
without any “in” with the officials of 
the company. The producer may thus 
get the inside track, especially in the 
case of a rising new business, which 
may lead to his writing some of the 
other insurance for the concern. 

In a city such as Chicago, for in- 
stance, there are a number of growing, 
young concerns in the outlying neigh- 
borhoods which are good prospects for 
group coverage. 

The argument is often advanced that 
commissions on small groups are too 
slight to justify intensive cultivation. 
This might be true if supplementary 
benefits such as writing personal cover- 
ages on those within the group did not 
accrue. Certainly the commissions on 
group are large enough to warrant the 
producer investigating the possibilities 
of writing such coverage on the firms 
of the men of the employer class whom 
he comes across in his personal busi- 
ness. The confidence which comes to 
the man, who cracks his first group case, 
large or small, when he sees how easy 
it is, may well lead him on to larger 
cases. The producer has to exert a 
minimum of effort in soliciting both 


group life and the group casualty cov- 
erages, because most companies will 
furnish company men to cultivate the 
leads he develops. 


Many Blue Cross Leads 


In a number of instances, without any 
cultivation by a producer, insurance 
companies have received direct requests 
from firms which have had Blue Cross 
coverage, but have been annoyed by the 
increased rates and alarmed by the 
rumors of insolvency of the Blue Cross. 
In some of these cases, the firms have 
expected too much, and the insurance 
companies have had to pass them by, 
but in a good many others, group hos- 
pitalization has been worked out often 
with loss of time coverages and group 
life. Hospitalization is often the open- 
ing wedge, and the producer should keep 
this in mind. 

There are some companies which are 
not anxious to get the small group busi- 
ness, because small groups require so 
much more service and expense per em- 
ploye written than a large group. Small 
groups demand quicker payments of 
claims, and it is the policy of many 
companies to get the claims from small 
groups out before claims from the 
larger groups. Employers of small 
groups are closer to their people and 
are anxious to see that each employe 
gets quick and liberal treatment dy the 
insurance company. 

The switch-over of the group life 
cases from a wholesale basis to a group 
basis has had its bad effects. Chief 
among them is that companies which 
were able to exercise some underwriting 
judgment on wholesale cases now must 
insure every employe who wishes to ap- 
ply. A smaller group requires about as 
much expensive printing as a large one 
and requires a lot of the valuable time 
of the company group men. 

Notwithstanding all this, the small 
group field opened up by lowering of 
state limits, and more importantly, by 
lowering of the group limits by the com- 
pany underwriting departments, has 
opened up a huge field which is largely 
untouched. 

Further ammunition for the producer 
is provided by liberalization of under- 
writing procedure on group casualty 
coverages by many companies to extend 
hospital and surgical insurance to a 
wider number of dependents. 

One of the big points which has made 
the Blue Cross increasingly unpopular 
is that the expense of those who leave 
Blue Cross groups and go into Blue 
Cross on an individual basis is so very 
high. Insurance company conversion 
privileges are often more favorable. 

The small group can pile up a sub- 
stantial premium volume and establish 
a fine renewal account for the agent 
who pursues it. This is the time for 
pursuit. 


Aided by Labor Law 
WASHINGTON — In view of the 


Taft-Hartley labor law’s provision’ ex- 
cluding supervisors from the definition 
of “employe” and from recognition un- 
der the labor relations act, national la- 
bor relations board has dismissed the 
complaint of American Federation of 
Insurance Supervisors Union, A.F.L., 
against People’s Life of Washington, 
D.C. The board received from a trial 
examiner last winter a report and rec- 
ommendations that the company be 
found to have unlawfully refused to 
bargain with the union as collective bar- 
gaining representative of a unit of its 
supervisory employes and that the com- 
pany be ordered to cease and desist and 
to take certain affirmative action. 





Mass Selling Needs 
Intensive Study, 
Says Zimmerman 


L.L.A.M.A to Join wth 
N.A.L.U., Perhaps Others 
in Fact-Finding 


The vital subject of mass selling was 
discussed by C. J.. Zimmerman, assistant 
managing director of L.I.A.M.A., at a 
sales congress of Cleveland General 
Agents & Managers Assn. 

“There can be no question that the 
various forms of mass coverage, includ- 
ing group insurance, salary savings, and 
pension plans were developed in answer 
to a social demand and need for these 
coverages,” Mr. Zimmerman said. “It 
would be naive to close our eyes to 
the fact that individual underwriters 
have played the major part in selling 
such coverages to the public, thus giv- 
ing vital impetus to the growth of these 
forms of coverage.’ 

Mr. Zimmerman said that very few 
would deny that these coverages, within 
proper limitations, are in the public in- 
terest, and if we accept these premises 
we must also agree that these coverages 
should and must be’ furnished by the 
life insurance companies.’ 

The difficulties which are inherent in 
this ,Problem are due, in Mr. Zimmer- 
man’s opinion, to lack of sufficient 
thought on the proper limits within 
which these coverages should be written 
and the proper methods by which they 
should be sold. 

These questions can’t be answered, he 
said, unless all the facts are first ob- 
tained, adding that “we must know how 
widespread is the field of mass cover- 
age; secondly, we must know how well 
these various coverages serve the public. 

“With these facts in hand, we can then 
bring the best brains of our business, 
both home office and field, to study them 
with a view to establishing sound prin- 
ciples to guide future forms of mass 
coverage as well as future methods of 
merchandising these forms,” Mr. Zim- 
merman said. “Such fact-finding, study 
and establishment of principles will also 
enable us to judge the effect which the 
future of mass coverages will have on 
the agency system as we know it, and 
particularly on the individual under- 
writer. Certainly, forward looking lead- 
ers in the field and especially in the 
home office have responsibility to give 
these problems their utmost attention. 

“There is complete agreement that the 
agency system has served and is serv- 
ing in the public interest and that any- 
thing which threatens to undermine the 
agency system must be of immediate 
concern. 

“The Agency Management Assn. is 
happy to join with the National Assn. 
of Life Underwriters in studying these 
problems and would welcome the par- 
ticipation of the Life Insurance Assn. 
of America and the American Life Con- 
vention in this study.” 

Mr. Zimmerman mentioned the recent 
action of the L.I.A.M.A. directors ap- 
proving the appointment of a committee 
to work with N.A.L.U. on the problems 
of mass selling. The members of the 
committee will be named soon. 


L.L.A.M.A. TO NAME COMMITTEE 
HARTFORD — Directors of L.I.A. 
M.A. have approved appointment of a 
committee to study mass selling and have 
(CONTINUED ON PAGE 24) 
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Group Cover 
for Banks Called 
Shock Absorber 


FDIC Director Advocates 
Protection to Ward Off 
Fidelity Losses 


BALTIMORE—“Ample fidelity cov- 
erage” for bank employes and provision 
of “shock absorbers” for their benefit, 
such as group health, accident and life 
and group hospitalization, were urged 
by H. E. Cook, a director of Federal 
Deposit Insurance Corp., in addressing 
the convention of National Assn. of 
Bank Auditors & Comptrollers here. 

During the 10 years following 1935, 
Mr. Cook said, more than 1,200 irregu- 
larities were’ reported to prosecuting au- 
thorities by FDIC, which did not in- 
clude irregularities found and reported 
by examiners of other agencies. 


Principal Safeguards 


“The two principal safeguards against 
these speculations are, of course, ample 
fidelity coverage and a well organized 
audit control designed to discourage em- 
ployes from taking chances,” said Mr. 
Cook, : 

FDIC is empowered by law to require 
all insured banks to maintain adequate 
fidelity coverage, he observed. FDIC 
has the right, in the case of a bank which 
refuses to provide adequate coverage, to 
purchase such coverage for the bank 
and to add its cost to the bank’s FDIC 
assessment. ‘We have preferred so far, 
however, not to resort to this expedient 
but rather to rely upon the cooperative 
efforts of all state and federal bank su- 
pervisory authorities to sell banks on the 
wisdom of full insurance protection 
against all types of losses,” he declared. 
“The results of these efforts during the 
past 10 years have been gratifying, but 
there are too many banks that are carry- 
ing inadequate surety coverage, even at 
the reasonable rates prevailing today.” 


Shock Absorbers 


“To further minimize the effects of 
‘human frailty’ I believe that every bank 
should provide its employes with ‘shock 
absorbers’ against the more common 
financial emergencies that are likely to 
overtake salaried people. I am thinking 
of such things as group health, accident 
and life insurance and group hospitaliza- 
tion for employes and their families. 
This sort of protection can be carried 
at very reasonable rates, especially when 
its cost is shared by the bank and its 
employes, and its use would certainly re- 
move one of the most common causes 
for stealing. . 

“T believe also in the establishment of 
retirement plans for bank employes. 
There are very few banks where such 
plans can not be financed without too 
great a drain on earnings. Equitable 
promotion plans are another safeguard 
against rebellious wrong-doing. If every 
employe feels that his chances of promo- 
tion are just as good as those of his co- 
workers, he will have much more incen- 
tive to make the bank his lifework and 
much less temptation to steal what he 
thinks he never will be able to get right- 
fully. 

“In this connection, I recommend to 
your attention the booklet Safeguards 
Against Human Frailty, written by 
Vance Sailor, chief of the corporation’s 
division of examination. Col. Sailor cites 
book, chapter and verse on some of the 
cases that have caused the corporation 
financial outlay during recent years and 
suggests remedies that you, as well as 
we, should urge upon the banks that 
have dealings with you and that come 
to you for advice. 





Metropolitan's Nurses 
Answer Critical Need 


With more than 100 million calls com- 
pleted to the homes of policyholders, 
Metropolitan Life’s visiting nurses have 
created an enviable record of public 
service. The nursing situation in this 
country is critical. Hospitals are under- 
staffed and find it difficult to obtain 
nurses for training. Private duty nurs- 
ing in the home, except for the wealthi- 
est people, is no longer possible. 


However, a_ salaried staff of 468 
trained nurses visit the homes of Met- 
ropolitan policyholders. In addition, 


791 affiliated public health nursing or- 
ganizations also care for policyholders 
at company expense. The nursing serv- 
ice covers 7,628 cities and towns. Out 
of every 1,000 policyholders, 22 require 
nursing service, on the average, each 
year. For each case a nurse makes an 
average of 4.2 calls. In 1946 these nurses 
made 1,731,686 calls, representing a total 
of 415,708 cases. Of these, Metropoli- 
tan’s salaried nurses covered 167,923 
cases, while the affiliated visiting nurse 
association took care of 247,785. 

The nursing service originated in 1909 
when Metropolitan’s directors approved 
an idea for a three-month experiment in 
one section of Manhattan. Each agent 
in the section reported the cases of ill- 
ness he found while making calls, The 
report was passed on to the then exist- 
ing Henry Street nurses who in turn 
made sick calls. At that time the visit- 
ing nurse association received 50 cents 
a visit. 

The improved health of the policy- 
holders showed conclusively the merits 
of the plan and it began to spread 
throughout the country. Managers, 
agents, and policyhdlders began to want 
the new service and in 1909 the first ex- 
tension was made outside New York 
through an affiliation with the Instruc- 
tive Visiting Nurses of Washington, 

C., with thirteen affiliations being 
completed in that year. In 1910 the Vic- 
torian Order of Nurses became affiliated 
with the program, serving policyholders 
in Montreal. That year also marked 
the employment of the first nurse paid a 
direct salary by Metropolitan. She re- 
ceived 50 cents a visit plus carfare. 

The improvement in the health and 
life expectancy of industrial policyhold- 
ers from the year 1911 might be called 
spectacular. In that year the life ex- 
pectancy, at birth, for the United States 
was 53 years, while for the industrial 
policyholders it was only 46.6 years. 
By 1943 when the life expectancy of the 
United States had improved by 11 years 
and reached 64 years, Metropolitan in- 








Booklet Gives Latest Data 
on Post-S.E.U.A. Legislation 


A booklet entitled “Insurance as In- 
terstate Commerce—the Third Year” 
has been issued by a special committee 
of the American Bar Assn.’s insurance 
law section, of which John V. Bloys, as- 
sistant general counsel Life Insurance 
Assn. of America, is chairman. It sup- 
plements a similar publication covering 
the first two years of insurance as inter- 
state commerce and gives the status of 
legislation as of the end of the 1947 leg- 
islative season. 

The booklet covers the congressional 
extension of public law 15, lists the 
1947 enactments of rate-regulatory laws, 
indicating whether they follow the com- 
missioners and all-industry committee 
recommendations or not. It does the 
same for the fair trade practice bill 
and the all industry-N.A.I.C. accident 
and health bill. It then takes up 1947 
legislation in addition to the foregoing. 
There is included in a digest of all of 
the all industry-N.A.I.C. standard bills 
and a chart showing in detail the fate of 
all-industry and related legislation in 
1947, both those that passed and those 
that failed. A supplemental bibliogra- 
phy lists law review and other articles 
and pamphlets. 





dustrial policyholders had gained more 
than 17 years and were on a par with 
the rest of the country. 

The Metropolitan nurses teach policy- 
holders what they can do to conserve 
life and promote health and _ safety. 
Nurses provide industrial policyholders 
and group certificate holders with proper 
care in illness, They give bedside care un- 
der the doctor’s direction, help mothers 
before and after the birth of their 
babies, explain ways of keeping fami- 
lies properly fed, healthy and safe, and 
help in combatting the leading hazards 
of life. Since the beginning of the pro- 
gram they have cooperated with officials 
and private agencies and individuals en- 
gaged in putting medical knowledge to 
work for the common good. 

One of the contributions of the nurs- 
ing plan is the advancement made in the 
field of public health nursing. Rigid 
adherence by Metropolitan to demands 
for high quality service from salaried 
nurses and affiliated organizations, has 
meant a rise in the over-all quality of 
visiting nurse service. Supervisors travel 
the country constantly, working with 
local offices to maintain and improve the 
services rendered to Metropolitan pol- 
icyholders. The visiting nurses have 
taken an active part in campaigns to 
control preventable diseases since the 
inception of the service. 


Community Property Law 
Insurance Exemption Upheld 


In an address to the Insurance Insti- 
tute of Nebraske at Lincoln, C. Petrus 
Peterson, general counsel of Bankers 
Life of Nebraska defended the recently 
enacted community property law, re- 
ferring especially to the fact that the 
section exempting life insurance con- 
tracts from its provisions has been un- 
der attack from various lawyers. This 
section sets out that notwithstanding 
the provisions of the act, when the pro- 
ceeds of a life insurance policy or 
payments become payable, payment by 
the company to a beneficiary or as- 
signee shall fully discharge it from all 
liability unless before they are made 
the company has received at its home 
office notice of adverse claims to all or a 
part of the proceeds. 

The purpose of the provision was to 
protect insured as well as the insurer 
in the event that other provisions of the 
law, which gives wives a full share in 
the income of the husband and a half 
interest in all property acquired after its 
passage, are invoked in support of an 
assertion of such communal rights. 


Misinterpreted IRB Ruling 
Still Causing Confusion 


The Internal Revenue Bureau’s ruling 
of last June which gave the erroneous 
impression that where each partner took 
out insurance on the life of the other 
the decedent’s estate was taxable on the 
insurance money paid to the surviving 
partner is still causing confusion despite 
the Treasury Department’s promise of 
more than a month ago that it would 
put out a clarifying rule. The ruling 
is being drafted now but just recently 
the New York “Herald Tribune” car- 
ried a prominent story on its financial 
page based on the earlier interpretation. 
A few days later it carried another item 
i that the ruling was to be clari- 

ed. 

The new ruling will make it clear that 
the earlier ruling was intended to cover 
only cases where the insurance money 
went to the widow or other family 
member of the partner who died, and 
was not intended to apply to situations 
where the surviving partner was the 
beneficiary of the policy under an ar- 
rangement that called on the surviving 
partner to buy out the interest of the 
deceased partner. 








Sept. Sales, Total 
and Ordinary, 
Down by 1% | 


Total Off 1% for 
9 Months, Ordinary 
Decrease 6% 


Life insurance sales in September 
dropped 7% but were 58% greater than 
for September, 1945, according to. 
L.I.A.M.A, ‘September sales were $1. 
583,437,000, compared with $1,710,536,009 
in September, 1946, and $1,001,268, 000i 
September, 1945. 

Sales of ordinary in September were 
$1,047,741,000, down 7%. Industrial was 
$324,048,000, a decrease of 6%. Grow 
Was $211,648,000, down 11%. Grow 
purchases represent new groups set up 
and do not include additions of insured 
personnel under group insurance cop. 








tracts already in force. 

In the first nine months sales were 
$15,817,768,000, down 1%. Ordinary ac. 
counted for $10,749,500,000, a decrease of 
6%. Industrial represented $3,110,396, 
000, an increase of 4%, while grou 
amounted to $1,957,872,000, an increase 
of 36%. 


Insurance } Members 
Address Controllers 


Addressing the Controllers’ Institute 
of America at Chicago, Henry Verdelin, 
vice-president and 
manager of real es 
tate of Mutual Life, 
said that insurance 
companies have 
found considerable 
interest in the sale 
and lease of prop 
erty by corpora 
tions which seek 
expansion or work 
ing capital. He 
traced three years! 
progress by the in- 
surance companies 
in obtaining er 
abling statutes in 
31 states where there has been question 
as to the legality of insurance company 
investments in real estate. 

He told of the need of additional in 
vestment outlet by life insurance com- 
panies and described the two approaches 
to real estate. The first is primary rel- 
ance placed on the financial responsi 
bility of the tenant with a location of 
secondary importance. The other 3 
purchase based on the location of the 
real estate with the responsibility of the 
tenant being secondary. 

Speakers at a life insurance section 
of the controllers’ meeting were Henry 
F. Chadeayne, comptroller General 
American Life; Willard D. Holt, ac 
counting division manager of Provident 
Mutual; James H. Eteson, comptrollet 
State Mutual Life; C. B. Lunsford, aud 
tor Equitable Society, and Ralph Ken! 
non, comptroller Northwestern National, 

Mr. Lunsford retired as director 0 
the institute with this session, 





Henry Verdelin 





Postpones Housing Project 


Security Mutual Life of Binghamton 
has postponed construction of a multr 
family housing project there on which 
the company planned the expenditure of 
$124 million. *Work was scheduled to 








start this month. Inability to nego 
tiate a lump sum contract for the majof 
part of the work plus continuing shafp 
price increases in the construction it 
dustry were blamed for the postpone 
ment, 
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Seeks to Void Pa. 
Law Allowing Real 
Estate Investments 


HARRISBURG — Claiming that 


Pennsylvania’s state constitution pro--: 


hibits life companies from holding real 
estate except as needed for their busi- 
ness operations, Grant Lewis, a New 
York Life policyholder, has filed suit in 
the state supreme court: contesting the 
1947 law which permits companies to 
engage in the real estate and construc- 
tion business, including the operation otf 
rental housing projects. Sek Riki 
The court has accepted jurisdiction 
and will hear the matter in Philadelphia 
Nov. 10. 
Othe commonwealth has asked for the 
right to intervene in defense of the con- 
stitutionality of the law, contending the 
question is “a matter of great public 
concern” because of the acute housing 
shortage. Since adoption of the law last 
summer no life companies have engaged 
in construction work. The act also per- 
mits them to build or acquire commer- 
cial and industrial buildings. 


American Progressive Health 





Brings Out Two New Policies 


American Progressive Health is offer- 
ing two new group policies. One pro- 
vides coverage for athletic injury ex- 
pense. The other is designed for em- 
ploye groups. : 

The employe group plan provides for 
loss of time up to 52 weeks, accidental 
death or dismemberment, hospital ex- 
penses, dependent coverage, surgical 
expenses and doctor bills. The minimum 
group is 50 with at least 75% of eli- 
gible employes participating, unless the 
employer pays the total premium, in 
which case the minimum number drops 
to 20. 

Loss of time indemnity is provided in 
three classes; on a flat basis for all em- 
ployes, by occupation, or by salary. Hos- 
pital indemnity is provided for either 
31 or 70 days with the payment of a 
flat fee per day for all employes, or 
by graduated amounts. The maximum 


is $7.50. 
The athletic policy is designed to 
cover school, amateur and _ semi-pro- 


fessional players. Coverage ranges from 
three months to a full year and takes in 
all sports, plus physical education. In 
each case a minimum number of play- 
ers is required to be covered. 

Blanket unallocated reimbursement is 

















provided for medical, surgical, hospital, 
nursing, dental, ambulance, x-rays and 
surgical appliances expense. Provision 
has been made for $5 and $10 deductible. 

All members of a team or physical 
education group must be covered, but 
limited substitutions are allowed and 
players may be added on a pro rata 
premium basis. The policy can cover a 
single sport, any combination of sports 
or the entire student body. There is. 
reduction of premium rates for multi- 
ple sport coverage. 


R. P. Walker to Ill. Bankers 


Ralph P. Walker has been appointed 
assistant actuary of Illinois Bankers 
Life. For the past 11 years he has been 
on the actuarial staff of the Metropolitan 
Life. He is a graduate of University of 
lowa and an associate of the Actuarial 
Society of America and American In- 
stitute of Actuaries. 


Fox River Club Meets 


_Thirty-five members of the Fox River 
Valley Insurance Club attended the 
October meeting at Oshkosh, Wis. 
President Walter L. Rugland, actuary 
Aid Association. for Lutherans, Apple- 
ton, was chairman. Speaker was Phil 
A, Snelling, manager claim department 
a AVisconain National Life of .Osh- 
<osh, 


R. I. Mehr Named 
U. of Illinois 
Insurance Professor 


R. I. Mehr, who has been for the past 
two years insurance professor at Butler 
University, Indianapolis, and who had 
established many cooperative relation- 
ships with the insurance industry there, 
has now become connected with Uni- 
versity of Illinois in the same capacity. 

For the past two years Mr. Mehr has 
been visiting professor of insurance at 
Stanford University. He is a native of 
Birmingham and graduated at Univer- 
sity of Alabama. He got his Ph.D. at 
University of Pennsylvania as a Hueb- 
ner foundation fellow and then was an 
instructor in the navy supply training 
program at University of North Caro- 
lina before going to Butler. 


Has Five-Point Program 


Mr. Mehr has conceived a five-point 
program for his department. First is to 
offer insurance education to undergrad- 
uate business students to equip them to 
be intelligent buyers of insurance; sec- 
ond to offer insurance education to un- 
dergraduates who intend to become in- 
surance practitioners: third to offer such 
education at the graduate level for pro- 
spective insurance men; fourth, to bring 
insurance education to men in the insur- 
ance field through the extension divi- 
sion, short courses, etc., and to conduct 
such industry - sponsored courses as 
CL. -€2Poe:0; “Eb: Gun At and 
N.A.I.A. 100-hour program. Fifth, to 
engage in research in current insurance 
problems. 

Commencing Noy. 3 over a 10-week 
period Mr. Mehr will have an insurance 
man address his classes on Monday 
morning. The first such lecturer will 
be Robert B. Ayres, prominent Chicago 
local agent and broker. who conducted 


the University of Illinois insurance 
classes during the spring semester this 
year. He will speak on the insurance 
market. 


Mass. Mutual 
Advances Four 


Massachusetts Mutual Life has pro- 
moted W. T. May, formerly assistant 
manager of the claim department to 
manager; Roger T. Hintze to assistant 
manager, R. D. Gourlie to assistant au- 
ditor, and S. L. Shea to planning engi- 
neer. 

Since 1918 Mr. May has been with 
Massachusetts Mutual in the mailing de- 
partment, as a stenographer in the bene- 
fit department, and as assistant claim 
manager. He graduated from Spring- 
field Civil Service and Business School. 

Mr. Gourlie, since he was employed in 
1929, has worked in the actuarial and au- 
diting departments. In 1940 he was as- 
signed to the field audit division. In the 
recent war he served as a naval officer. 
He returned to Massachusetts Mutual 
in 1946, doing agency auditing work. A 
C.P.A., Mr. Gourlie won the gold medai 
award of the Massachusetts C.P.A. So- 
ciety for the highest grades in the state. 
He graduated from Northeastern Uni- 
versity in 1939. 

Mr. Hintze joined’ the company in 
1929, following graduation from the 
University of Massachusetts. He was 
made supervisor of installment claims 
after serving as claim department clerk 
for: six years. 

Mr. Shea started work with Massa- 
chusetts Mutual in 1931 in the calcula- 
tion department, and was transferred to 
the planning department in 1938. He 
attended Northeastern University. He 
served as an army officer in the war. 

A. C. Hickmott, 2nd _ vice-president 
Connecticut General, has completed 30 
years of service. 











hibit. 


with the Indians. 





William Penn Exhibit 


In honor of the birthday of William Penn, founder 
of Pennsylvania, the Penn Mutual Life now has on 
display in the main corridor of the Home Office Building 
an exhibit of pictures associated with Penn, and invites 
visitors during the month of November to see this ex- 


The show centers on Wyeth’s great mural painting of 
“William Penn, Man of Vision, Courage, Action.’ There 
is the iron statue of Penn and numerous portraits on 
paper and in iron, bronze, copper, brass and wood, even 
on a model fire engine of a century ago. 


Visitors seeing these pictures may wonder if William 
Penn was a celebrity of only local interest, but a study 
of this collection shows that the interest in the man has 
been widespread, for included are engravings of Ameri- 
can, French, German, Italian portraits and interpreta- 
tions of West’s popular painting of Penn’s peace treaty 


There was once a tree growing in Philadelphia, that 
finally was “decayed and blowed down in 1810.” Pic- 
tures of that tree have been popular for many years 
because it was the elm under which tradition said Penn 
and the Indians declared peaceful intentions. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
Presid 
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MIX FUN, WORK 


Give Broad 
Schedule for 
N.A.I.C. Parley 


The tentative program.in broad out- 
line for the convention of National 
Assn. of Insurance Commissioners at 
Flamingo hotel, Miami Beach, Fla., Dec. 
7-11: 





Sunday, Dec. 7 


Afternoon—Meeting of executive com- 
mittee. : 

Evening Get acquainted cocktail 
party on grounds of Flamingo; buffet 
supper, water show at Flamingo pool. 
Dec. 8 
of convention 


Monday, 


Morning—Opening and 
business meetings. 
Noon—Lunch. 
Afternoon--Committee meetings, 
ception and cocktail dance. 
Evening—Banquet. 


re- 





Tuesday, Dec. 9 


Morning — Committee meetings and 
plenary session. 

Noon—Men’s luncheon at Flamingo; 
ladies’ luncheon at lLaGorce Country 
Club, with fashion show and vaudeville. 

Afternoon—Plenary session. 

Evening—Pamunkey Tribe of Real In- 
dians ceremony (men only); entertain- 
ment to be arranged for ladies. 


10 


meetings 


Wednesday, Dec. 


Morning — Committee and 
plenary session. 

Noon—Lunch. 

Afternoon—Entertainment. Guests will 
probably have their choice of: horse 
racing at Gulfstream Park; golf at Nor- 
mandy Isle, Bayshore, or Municipal 
course; swimming at some large beach 
that has cabanas, such as Roney Plaza or 
McFadden-Deauville; boat sightseeing 
trip around canals and islands; land 
sightseeing to all points of interest in 
Dade county, such as Hialeah Race 
Track, Seminole Indian village, ete.; deep 
sea fishing. 


Thursday, Dee. 11 
Morning—Final business session. 





Attractive rates on trip by plane or 
boat to Havana have been made for those 
wishing to take this trip, beginning 
Friday, Dec. 2 


Dog racing” will be available each 
night for those desiring to go to the 
tracks. 


Swimming pool and tennis courts on 
grounds of Flamingo will be available 
for guests. 


Sons Taking S. M. U. Course 


At the fifth basic class in the South- 
ern Methodist University insurance 
course there are 10 men whose fathers 
are in the life insurance business, sev- 
eral who have uncles in the business 
and one whose mother is an agent. 

Volume production for the first four 
classes, who are now in the field, con- 
tinues to hold steady at about $5,200 a 
week. One class recently had a $11,000 
a week average, due chiefly to large 
policies obtained by four men, who ap- 
plied their knowledge of business in- 
surance and_ taxation. The first 
class will finish its advance course Nov. 
20 and will receive their diplomas. 


The next basic class will convene 
Feb. 2. The class already is half en- 
rolled, many being men who were 


turned down for the basic class now in 
session because the insurance faculty be- 
lieves that the quality of instructions 
suffers in a class of more than 50. 


Fla. Agents Group Plan 


Florida Assn. of Insurance Agents is 
sounding the sentiment of its members 
on a tentative proposal from Protective 
Life of Birmingham to provide group 
life and hospital-medical-surgical cover 
for the members and their employes. In- 
dividual policies would be issued and 
the policyholder would be billed directly 
by Protective. 

The minimum life insurance (without 
physical examination to age 65) is $2,500. 
The daily hospital benefit is $5 plus hos- 
pital charges up to $35; surgical fees, 
according to schedule, maximum $150; 
up to 31 visits by doctor at hospital at 
$2.50 per visit. 
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Warns of Responsibilities 
in Writing Business Cases 


There is a tremendous market for 
business life insurance but no less im- 
portant is the responsibility of the 
agent who undertakes to write this busi- 
ness, said C. E. Fritsche, director of 
ageucy training of General American 
Life, in his talk before the Southeast 
Kansas sales congress at Independence. 
Any agent who participates in the busi- 
ness insurance field should have com- 
pleted the training courses offered by 
his company, understand the “mechan- 
ics” of every policy in his rate book, 
know which policy or policies best fit 
for needs of each prospect and abide 
by the underwriting rules and practices 
of his company. Citing the declaration 
of business principles of the National 
Assn. of Life Underwriters as respects 
relations with clients, Mr. Fritsche 
said that these rules should be fol- 
lowed unswervingly. 

The agent must know far more than 
the dangers a business faces when a 
proprietor or partner dies. He must 
know how to determine book value, how 
to value good-will, how to determine a 


replacement value of a keyman and, 
most important, how to read a financial 
statement so that he can readily inter- 
pret the meaning of the various figures. 
For example, if the financial statement 
reveals that the company is heavily in 
debt the sales appeal should be based 
on protecting the creditors rather than 
the stockholders, for a man or a com- 
pany in debt does not own anything, 
they merely have charge of it, while 
the creditors really own it. Creditors 
want cash, not merchandise, machinery 
or equipment, Mr. Fritsche emphasized. 
The agent in ‘studying the financial 
statement should always note particu- 
larly the liabilities because they. will 
tell him in a minute who actually owns 
the business. Character of assets should 
also influence the interview. For ex- 
ample, are they durable or perishable? 
Liquid or frozen? Is there a wide or 
narrow market? Is the turnover fast or 
slow? 

Adequate knowledge of business life 
insurance includes study of laws and 
taxes. That is, the agent should under- 
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Commentary 


Your Strongest Argument 


Many underwriters tremble when faced with the neces- 
sity of delivering a rated contract. Properly analyzed 
and presented, however, the very element which causes 
them trepidation can be made a smashing selling point. 


The warning of approaching uninsurability is often 
sounded. To many prospects it may seem an empty 
threat, not applicable to themselves. But the fieldman 
who is on the mission of placing a sub-standard policy 
carries with him conclusive proof of the validity of this 
warning and its very personal application to the client 


The objection of the client to the extra premium — 
which the fieldman dreads —has absolutely no weight 
when balanced against the evidence of his declining 
acceptability. This might be that day so often spoken 
of in theory—the day when he passes beyond the line 
of insurability—the day on which he must have bought 
all the life insurance he ever hopes to buy. 


Shy from the delivery of a rated case? It is the strong- 
est argument you can ever give a prospect for buying! 


Insurance In Force August 31, 1947 —$324,774,928 
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INSURANCE COMPANY 
MORTON BOYD, President 


































stand the laws of a state in which he 
does business so that he will be in a 
position to explain and illustrate to 
prospects and clients how certain laws 
affect each form of business endeavor. 
He need not be a tax expert but he 
should have a clear understanding of 
taxes and their effect. His emphasis 
should be on how to use life insurance 
to pay taxes and leave questions of tax- 
ation and law to ‘the client’s accountant 
and attorney. Tax laws and rulings 
change too rapidly for any agent to take 
on the responsibility of offering advice 
on so-called tax saving methods, said 
Mr. Fritsche. 

Mr. Fritsche recommended an inquir- 
ing attitude on the part of the agent 
rather than too great determination to 
make a sale. Rather than approaching 
the prospect as a “technical expert” the 
agent should get in step with the meth- 
ods used by other salesmen, that is, 
present a plan or idea that will make or 
save money for the buyer. By judicious 
inquiry the agent can learn what the 
prospect’s vulnerable problem is, the 
point where he needs some form of busi- 
ness life insurance to protect him. 


Horrible Examples 


Mr. Fritsche gave some horrible ex- 
amples to illustrate what occurs when 
the agent fails to accept the responsi- 
bility for correctly advising his pros- 
pect. One of these was a partnership 
in which each of the two partners owned 
life insurance on the other. The applica- 
tions specified that the partnership 
would pay premiums and the partnership 
would be the beneficiary. He was 
warned by his home office what would 
happen when one partner died, but the 
agent persisted. When one of the part- 
ners did die the beneficiary, which was 
the partnership, of course, died also. 
The quarterly premium on the surviving 
partner’s insurance, which was then in 
the grace period, could not be paid, be- 
cause the partnership which was the 
source designated to pay this premium 
ry at the same time the other partner 
did. 

In the other case an agent sold a sta- 
tionery store proprietor a policy so that 
his wife would have a special fund out 
of which to pay current store bills and 
have some money left over to operate 
the store in case he should die. How- 
ever, after his death although she re- 
ceived the proceeds she found herself in 
the predicament of not being able to 
take over and operate the store for the 
reason that her husband failed to leave 
a will—a point on which the agent had 
failed to inform him. 





“Production Line” for 
Prospects, McFarlane’s Plan 


Frank L. McFarlane, Northwestern 
Mutual, Cleveland, in his talk on “Pro- 
fessional Life Underwriting” before 
the Life Underwriters Assn. of St. 
Louis said the successful underwriter 
must perfect a system that will enable 
him to have a steady flow of live pros- 
pects, functioning somewhat along the 
same lines as the conveyor belt meth- 
ods of big industrial plants, such as 
those in the automotive industry. Pros- 
pects must be selected with the utmost 
care, every possible fact about them as- 
certained so that the agent can con- 
centrate solely on those likely to buy 
insurance in sufficient quantity to justify 
his personal attention to them. Just as 
the industrial plant doesn’t process slag, 
so the life agent musn’t waste time on 
dead prospects. 

Usually he takes three interviews to 
close. The first is the fact-finder, in 
which he sizes up the possibilities of the 
prospect and he loses no time in drop- 
ping the duds. 


To Hear Deane Davis 


Pittsburgh Life Insurance & Trust 
Council will have Deane C. Davis, vice- 
president and general counsel of Na- 
tional Life of Vermont, as its speaker, 
Oct. 28 at luncheon. He will discuss 
business insurance. 


Congress May Put 
End to Scramble fo; 
Community Laws 


Congress at its next session is ex. 
pected to eliminate the present disparity 
between the income tax returns of mar. 
ried couples in states with community 
property laws and those without. — 

The law will not take the form of, 
national community property act, it iy 
anticipated, but instead will be q tax 
equalization measure, permitting hy. 
bands and wives to file separate return; 
on the family income. The legislation 
is not expected to entail the presen 
drawbacks of the state community prop, 
erty laws, some of which give lite com. 
panies headaches. If it goes on the 
statute books, recently enacted state 
community property laws may be re 
pealed. 





W. J. Meinel, president Heintz Many. 
facturing Co., Philadelphia, thas beep 
elected a director of Fidelity Mutual 
He is a director of the Federal Reserye 
Bank of Philadelphia and vice-president 
of the chamber of commerce. 

















poe 
‘““HAVE YOU AR. 


RANGED YOUR AFFAIRS TO 
AVOID UNNECESSARY TAX 
AND ESTATE EXPENSE AND 
POSSIBLE DISSATISFACTION 
AMONG YOUR HEIRS?” 


* * * 
NO, THIS ISN’T AN AP- 
PROACH TO USE WITH 


THE PROSPECT. Rather it 
concerns the estate problems 
of the general agent as well 
as the agent. The estates of 
general agents and agents are 
made up in the main of life 
insurance and the renewal ac- 
count, and so peculiar prob- 
lems are faced. 


IN THIS MONTH’S “MAN- 
AGEMENT PLANS”, Ray- 
mond W. Hilgedag, editor of 
R & R’s Advanced Underwrit- 
ing Service, presents a study 
of the steps which should be 
taken by the life insurance 


man. 
SOME OF THE SUBJECTS: 
The renewal account and 


heir’s income tax; Section 126 
estate tax deduction; splitting 
renewal income; valuing re- | 
newal account; why gifts are } 
limited; tax saving possibili- 
ties. 
* * * 

IF YOU ARE NOT A MEMBER 
OF “MANAGEMENT PLANS,” WE 
WILL BE GLAD TO SEND YOU 


MR. HILGEDAG’S REPORT WITH 
ae DROP ME 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 


‘RESEARCH & REVIEW SERVICE. 
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The past year has been a GREAT year for agents of the New York Life Insurance 
Company: 514 of them won the National Quality Award ... 52 qualified for the Million- 
Dollar Round Table . . . 41 women agents of New York Life qualified for the Women’s 
Quarter-Million-Dollar Round Table .. . the average production of all Nylic agents was 
at a record high. 


Even more notable than these remarkable achievements of New York Life’s Agency 
Field Force is the record of 2,182 agents who qualified for the 1947 Nylic Clubs. To achieve 
Club membership, an agent must measure up to high standards under Club rules, not only 
in volume of paid-for production but also in personal earnings and the type of business 
produced. Club membership indicates that an agent is a career life underwriter. 


High praise is due these successful men and women life underwriters, and it is with 
great pride that the New York Life Insurance Company pays them this tribute through 
the insurance press. 


Despite considerably higher volume requirements for membership this year, the 1947 
Nylic Top Club Council has 404 members; the Top 200 Clubs have 620 members, and the 
100 Clubs: have 1,158 members. 


The total paid business of all Club members in the past Club year was $591,173,504, 
a gain of $43,627,816 over last year. The average paid volume of Club business per Top Club 
Council member, was $535,606, as compared with an average last year of $403,779. The 
Top 200 Club qualifiers had an average of $282,412 as compared with last year’s average 
of $215,950. The 100 Club qualifiers’ average production was $172,541, as compared with 
$131,115 last year. 


Club records are rock-bottom figures of the business produced by these successful agents. 


We salute and congratulate the entire membership of the 1947 Nylic Clubs for the 
high measure of success which they have achieved as indicated by these records. 


NEW YORK LIFE 


INSURANCE COMPANY 











51 MADISON AVENUE, NEW YORK 10, N. Y. 
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Presipent of the 1947 Nylic Top Club Council is Reed W. 
Brinton, C.L.U., of New York Life’s Intermountain Branch Office 
in Salt Lake City. During the past Club year, he led the Com- 
pany’s Field Force with a paid-for Club record of 420 applications 
for $3,130,000 of life insurance in the New York Life under Club 
rules. This is at the rate of more than eight applications for 
$60,000 of life insurance for every week during the year. 


At 32, Mr. Brinton is one of the youngest men to have attained 
presidency of the leading production club of the New York Life. 
He is a First Degree Nylic. His volume of sales is among the 
highest ever recorded by New York Life agents. With the 
Company since 1937, he has been a Top Club member since 1941, 
and in 1945 and 1946 he was Vice President-at-Large. He is a 
Life Member of the Million-Dollar Round Table, and he has been 
a director of the Salt Lake City Association of Life Underwriters 
and chairman of the Utah Quarter-Million-Dollar Round Table. 






























Vice Presipent of the 1947 Top Club Council is Edwin T. 
Golden, C.L.U., of the Golden Gate Branch Office in San Francisco. 
During the past Club year, he paid for 145 applications for 
$2,086,637 of new business in the New York Life under Club rules. 
He is a Second Degree Nylic. 


A graduate of the University of California, Mr. Golden joined 
New York Life in 1933 and has been a member of the Top Club 
each year since 1934. In 1944 and 1945 he was a Vice President- 
at-Large. He isa Life Member of the Million-Dollar Round Table. 


Long active in life association affairs, both locally and 
nationally, he has addressed many insurance meetings. In 1945 
he was vice president of the San Francisco Life Underwriters 
Association, and he has been president of the Nylic Association 
of Chartered Life Underwriters. He is the author of a book, 
“Young Man, Here’s How To Sell Life Insurance,” published by 
Harper’s in 1941. 


New York Life Insurance Co., 51 Madison Ave., New York 10, N. Y. 
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HARRY A. McCOLL 
Senior Nylic 
Colorado Springs, Colo. 
Chairman, Advisory Board 





Orricers of the 1947 Top Club Council, in addition to the President and Vice 
President, are the Chairman and three Vice Chairmen of the Advisory Board of Directors, and 
six Divisional and Departmental Vice Presidents. 


The Chairman and Vice Chairmen of the Advisory Board of Directors are former Top 
Club Presidents who continue tb be among current production leaders of the New York Life. 


The New York Life Insurance Company is especially proud. of the outstanding records 
made by its Top. Club Council Officers during the past year, and as a tribute to them and 
ten other Million Dollar Members under Nylic Club rules, the Company is publishing 
their photographs on these and the two following pages. 




















KENNETH C. FITCH 
Third Degree Nylic 
Wichita, Kans. 

Vice Chairman, Advisory Board 








ROBERT A. DAVIES, C.L.U. IRVING FREED 
Third Degree Nylic Senior Nylic 
San Francisco, Calif. New York City 
Vice Chairman, Advisory Board Vice Chairman, Advisory Board 

















New York Life Insurance Co., 51 Madison Ave., New York 10, N. Y. 
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LOUIS K. SIMS JESSE W. RICHINS, Jr. 
Senior Nylic Freshman Nylic 
Los Angeles, Calif. Phoenix, Ariz. 
Pacific Division Western Division 





WILLIAM V. LURIE 
Senior Nylic 
Brooklyn, WY. 
Northeastern Division 


RUDOLF L. LEITMAN 
Second Degree Nylic 
Detroit, Mich. 
Central Division 





DON C. KITE ERIK D. S. SCHOLEFIELD 
Third Degree Nylic First Degree Nylic 
Morgantown, W. Va. New Westminster, B. C. 
Southeastern Division Canadian Department 











New York Life Insurance Co., 51 Madison Ave., New York 10, N. Y. 
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BEN SEKT 
Senior Nylic 
Sioux City, lowa 








CASPER H. PARKER 
Freshman Nylic 


Salt Lake City, Utah 











ELMER C. MOORE 
Senior Nylic 
Wichita, Kans. 
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CHARLES E. HORN 
Second Degree Nylic 
Oakland, Calif. 














D. MARSDEN AUSTIN 
Third Degree Nylic 
Oklahoma City, Okla. 





HERMAN H. OXMAN 
Second Degree Nylic 
New York City 


TWENTY-ONE members of the 1947 
Top Club Council, including the Presi- 
dent, Vice President, Chairman and 
Vice Chairmen of the Advisory Board 
of Directors, and the Divisional Vice 
Presidents, each paid for more than 
$1,000,000 of new business in the Com- 
pany under Club rules during the past 
Club year. On this page are pictured 
the ten additional Million Dollar 
Members. 








A. EVERETT RILEY 
Third Degree Nylic 
Kansas City, Mo. 











JAMES T. McCREARY 
Freshman Nylic 
San Francisco, Calif. 





BEN FELDMAN 
First Degree Nylic 
Youngstown, Ohio 


PAUL HEYMANN 
First Degree Nylic 
Providence, R. I. 


New York Life Insurance Co., 51 Madison Ave., New York 10, N. Y. 
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Public Acceptance of Life 
Insurance at Peak 























































of life insur- 
without cost 


Fine public acceptance 
ance has been inherited 
by the present gen- 
eration of life in- 
surance agents, 
who should not 
simply take it for 
granted, Earl M. 
Schwemm, Chicago 
manager of Great- 
West Life and 
president _IIlinois 
Assn. of Life Un- 
derwriters, told the 
regional meetings 
in Chicago this 
week of the Chi- 
cago association. 
Life agents down 
through the years have paid a tremen- 
dous price to gain this acceptance, he 
said. Agents today should serve the 
public and the institution in such a man- 
ner that they too will have made the 
job easier for those who follow. 





Earl M. Schwemm 


“Today we can say that life insurance 
is the best sold idea in North America 
and that public acceptance never was 
greater,’ Mr. Schwemm said. “What a 
great heritage! 

“Today the importance of insurance 
to the welfare of families and for the 
well being of individuals has universal 
endorsement from all sides. Banks and 
trust companies pay for advertisements 
recommending life insurance for in- 
numerable reasons and uses. Budget 
experts give great emphasis to the im- 
portance of life insurance. Family coun- 
selors place life insurance among top 
items of necessity to assure family hap- 
piness and security. 

“Great leaders, whether business men, 
statesmen, philosophers or churchmen, 
without reservation recommend and en- 
dorse life insurance. Almost every week 
or month some national magazine pub- 
lishes an informative article which en- 
dorses life insurance. This is a far cry 
from the reception given life insurance 


by the public years ago. In my opinion 
this shift in public acceptance is one of 
the most important changes in our busi- 
ness in the last half a century.” 

This public acceptance demands a 
price, he said, which is a higher stand- 
ard of underwriting proficiency by the 
agent. This acceptance to a degree has 
resulted from better understanding of 
insurance and its uses through increased 
public knowledge about it, which in turn 
means that the buyer expects and will 
demand more competent service. So the 
insurance agent today has many duties 
other than merely selling. One is to 
service the $170 billion of life insuranee 
in force, which in many instances means 


intelligent programming, an _ intimate 
knowledge of social security benefits 


which represent about $50 billion in ul- 
timate values; honest servicing of about 
$45 to $50 billion of National Service 
Life Insurance. He finds the servicing 
task becomes heavier with increased 
public acceptance and knowledge. It is 
equally important for the agent to im- 
prove his standards so as to meet the 
keen competition of other insurance men 
who as a group are becoming more pro- 
ficient and competent every day. 

Life insurance is a growing business, 
Mr. Schwemm said. In 1946 the amount 
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LIFE INSURANCE®* . . All modern forms 
of Guaranteed Rate Ordinary from birth ta 
age 65. Substandard, Salary Savings, 
Annuities, and Non-Cancellable Disability 
combined with wide choice of Life plans. 


A. and H. INSURANCE*. . Every form of 
Accident and Sickness coverage — including 
Franchise plans for five or more employees. 
Non-Cancellable Disability policies. Month- 
ly Premium plans. Special Risk coverages. 


HOSPITAL INSURANCE®* . . Issued on 
Individual, Family Group (ages 3 months 
to 80 years) and Franchise plans. Hospital 
Room and Board, Miscellaneous Hospital 
Extras, Surgeon’s Fees and Medical Care. 


* All written on Group Plans (minimum of 25 employees) 
and on special forms designed for Railroad Employees. 
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owned per family in this country jp. 
creased $500 and in the period since 1999 
the aggregate amount in force hag jp. 
creased 20 times whereas the U.S. p 
ulation has only doubled. The total jp 
force today is 40% greater than in pre. 
war 1941. 

Life companies are stronger and more 
financially secure than ever before. The 
last war, Mr. Schwemm said, left no 
dainaging scars on the institution ang 
yet life insurance provided benefits ag 
never before, in spite of the fact that jn. 
terest rates have dropped from an aver, 
age of 5 to 3% as to companies’ earp. 
ings, a 40% decrease. He finds the fune. 
tioning of life insurance through the de. 
pression was unmatched by any other 
type of financial organizations. “Here 
is a business you can tie to with an yp. 
faltering faith,” he commented. “Cap 
you say that about any other business” 

The services and needs for life jp. 
surance are on an expanding basis, he 
said. The life agent has the only answer 
to present day economic problems; he js 
the most important man in the economic 
pattern of today. Life insurance men, 
as an industry, are alone in their efforts 
to direct men and women to create es- 
tates to meet and financially liquidate 
their self-created responsibilities. 


Striking Blows for Freedom 


Mr. Schwemm also takes great pride 
in the fact “that we are actualiy helping 
to insure the freedom of our people, 
For freedom exists where individuals 
have a measure of economic security, 
Certainly life insurance helps eliminate 
poverty and helps the well being of 
our citizens. We who are selling insur- 
ance are helping to foster the democratic 
way of life. Our way of life gives con- 
sideration to the human value of the 
individual. Life insurance capitalizes 
that value. It is apparent why life in- 
surance flourishes best in the United 
States and Canada. Truly we pursue our 
business under ideal conditions and in 
fertile fields. In contrast we know that 
communism is primarily interested in the 
welfare of the state. I always thought 
it would be interesting to stand at the 
door of a communist meeting and as 
each party member emerged ask him 
how much life insurance he owned.” 


Industry Free from Conflict 


He noted that there is no strife in the 
life insurance business, the only major 
industry on this continent of which this 
can be said. “Management is not fight- 
ing labor, or vice versa. Within the in- 
dustry there are not forces at work to 
destroy the business. The principles of 
life insurance are unchanging and _ thus 
life insurance is at peace with itself. 
This makes possible a great service to 
the public.” 

He pointed out that the great organ- 
izations within the industry exchange 
ideas to improve methods, and compet- 
ing salesmen of all companies freely 
share their best sales ideas with agents 
of any company. These conditions pro- 
vide a healthy environment in which to 
pursue a livelihood, he finds. 


Acected by Outside Influences 


He said outside influences are going 
to be more and more responsible for 
life insurance sales, such influences as 
tax laws and regulations, social and 
economic trends and the meaning of 
high taxes and low interest, over which 
the agents have no control. Thus the 
important thing is not so much a sales- 
man’s capacity for knowledge about life 
insurance that is going to pay off, but, 
rather, a capacity to interpret and an- 
ticipate outside influences and then 
use these as the basis for insurance 
sales. This means that currently and im 
the future, a bigger investment must be 
made in the study of conditions outside 
of the business. The good insurance 
man of the future is going to be more 0 
a counselor than a salesman. 

Mr. Schwemm said he feels the best 
selling today hinges on high taxes and 





(CONTINUED ON PAGE 25) 
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Says Much Estate 
Planning Is Faulty 


on Integration Score 


NEW YORK—Too many agents 
talk estate analysis and claim to use 
general property in 
a manner conso- 
nant with the dis- 
tribution of pro- 
ceeds payable un- 
der life ‘policies but 
while the words 
sound good the 
acts unfortunately 
often fall short of 
accomplishment, 
said Solomon Hu- 
ber, general agent 
of Mutual Benefit 
Life, New York 
City, in addressing 
the annual forum 





Solomon Huber 


of his agency. ; 
“Like the so called ‘will approach’ it 
might even be termed an_ unconscious, 
well meaning, intellectual fraud,” he 
said. “Great numbers of us have only 
a sketchy knowledge of property dis- 
tribution under a will or intervivos trust 
in the form of income. Examination 
of many programs reveals the inter- 
esting fact that so-called integration is 
confined entirely to the use of general 
property for specific bequests or for 
cash requirements and that actual in- 
comes are derived from life insurance. 
Perhaps this is integration, but cer- 
tainly it isn’t too good if the remain- 
ing general property is passed on in 
the form of outright bequests to lega- 
tees in extravagant amounts well in 
excess of their requirements.” 


Many Tax Changes Ahead 


Mr. Huber said that it is clear that 
there are going to be changes of varying 
degree in the tax structure and anyone 
would be heroic indeed who would pre- 
sume to build estates on shifting sands. 
Rather it is incumbent on the adviser 
to familiarize himself with local law 
other than tax law to the end that his 
advice may be sound and_ workable. 
Hence, in his talk he stressed the mathe- 
matical and income settlement patterns 
of life policies in combination with 
general property under a testamentary 
trust. 

Illustrating his talk with specific sit- 
uations, Mr. Huber took the case of a 
client who wanted an income of $400 a 
month for 20 years following his death. 
His present property if set up under a 
trust would yield $200 monthly at a 


2% assumption using both principal 
and income. His present insurance 


would yield about $100 a month under 
the fixed period option for 20 years. Ob- 
viously the solution is enough more in- 
surance to yield $100 monthly. 

It is assumed the client owns govern- 
ment bonds, some in co-ownership form 
and others payable on death to a desig- 
nated beneficiary. The property held in 
joint title cannot pass by will so the 
first step is to arrange for ownership 
in the sole name of the estate owner so 
that corpus for a testamentary trust 
may be made available. The Treasury 
regulations provide that bonds payable 
on death to a designated beneficiary may 
be reissued as of original date without 
loss of increment provided that the 
requirements set forth in the regulations 
are followed. However, bonds in co- 
owner form can be brought into the 
estate only through the expedient of 
cashing them in and purchasing new 
bonds in the sole name of the estate 
Owner or else applying for series G 
bonds which may be made payable to 
a trustee. 

Comparable procedure would have to 


be followed where brokerage accounts, 


Savings accounts, and other types of 
assets are recorded in joint names. How- 
ever, this need not be done in all in- 
Stances. If a client intends to utilize 
or cash some part of his estate, for ex- 


of his wife, obviously property held 
jointly with her can affect this job. Mr. 
Huber mentioned in passing that joint 
ownership does not eliminate estate tax, 
the only savings effected being in ad- 
ministration costs because the legatee 
does not take through an executor. 
Warning against pitfalls in the draw- 
ing of the will, Mr. Huber said that 
sometimes wills are drafted by at- 
torneys who specialize in other fields 


and to save time many attempt to pat- 
tern the wording after the income settle- 
ment agreements in the policies. This 
brings the danger that while the policy 
income supplement may say “income 
monthly for 20 years” a comparable 
clause in a will would be void. A valid 
trust cannot be created for a definite 
period such as 10 years nor terminable 
at the discretion of the trustee. Sus- 





pension during a minority or until a 
certain person attains a given age is 
not unlawful, however. There is read 
into the suspension the alternate condi- 
tion “or such person sooner dies.” 

The New York personal property law 
and real property law deal with the rule 
against perpetuities and every estate 
planner should be conversant with the 
pertinent sections. 





















Nourished by VITAMIN “S” 


Starting from scratch in November 1945, State Mutual’s Group Depart- 
ment has shown an almost unbelievable growth. Fed by Vitamin “S” . . . . that’s 
the sales vitamin compounded from a large volume of quality business received 
from many sources . . . . its rapid rise is one of the outstanding organizational 
achievements in the Group Insurance field. For the first six months of this year, 
State Mutual Group Life sales were 106% of the sales for the entire year 1946. 

With a complete line of coverage, streamlined accounting procedure, fast, 


friendly claim service and a sales organization on its toes, STATE MUTUAL 


IS DOING THINGS in the Group field as in others. 
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Personal Service Partners 
Face Duplicate Income Tax 







































Some items of income are subject to 
tax twice during the same year when 
a partner in a personal service part- 
nership dies, according to H. C. Smith, 
New York lawyer, who spoke at the 
annual forum of the Solomon Huber 
agency, Mutual Benefit Life, New York 

' City. He pointed out that piecemeal 
amendment of tax laws has brought 
about a situation where items of in- 
come are taxable both to the surviving 
partner and the estate of the deceased 
partner in a personal service partner- 
ship of lawyers, accountants, doctors, 
insurance agents, etc. 

Assume that A, B, and C are part- 
ners with the firm’s profits divided 
among them in a 40%, 40% and 20% 
ratio, and the assets of the firm include 
only cash, furniture, library and un- 
collected fees covering work in various 
stages of completion. The partners 
agreed that the estate of a deceased 
partner would receive a certain share 
of the profits of the successor partner- 


ship for a period of three years after 
the date of death. 

If A died, his estate would receive, 
say, three-fifths of 40% of the profits 
earned by the successor firm for three 
years from the date of his death. For 
his example, Mr. Smith designated Dec. 
31, 1943 as the date of his death, and 
3 and C as 50% partners in the suc- 
cessor partnership. 

He said that for 1944-1946 the net 
profits of the firm totaled $300,000 an- 
nually, and A’s estate received $72,000 
each year. Section 126 of the internal 
revenue code provides that this amount 
must be included in the executor’s gross 
income. But B and C, the surviving 
partners, must include $150,000 in their 
individual income tax returns each year 
because they are deemed to have pur- 
chased A’s interest in the assets of the 
firm. 

The executor of A’s estate and B and 
C are required, in the aggregate, to 
include in their gross income a total 


of $1,116,000 for the years 1944-1946, 
despite the fact that only $900,000 of 
income was received for the three years. 

Where no sale of the dead partner’s 
interest occurs another unfair condition 
results. In this case, if the executor 
enters into an agreement to avoid ap- 
portionment of the earnings of the firm, 
and settles for specified payments over 
a period of time, the entire amount of 
the payments must be included in the 
tax return of the estate in the year of 
such agreement. 

Until the internal revenue code is 
amended, Mr. Smith suggested that the 
best solution is the purchase of life in- 
surance by the partners on each other’s 
lives with provisions in the partnership 
agreement for use of the proceeds to 
purchase the partnership interests of de- 
ceased partners. No partner should ap- 
ply for the policy insuring his own life, 
but it should be owned, applied for and 
paid for by the other partners. Under 
this arrangement funds are provided for 
the surviving partners to purchase the 
interest of deceased partners from their 
estates without having to resort to the 
device of allocating the successor firm’s 
income over a period of years in order 
to make the purchase. The policies 
could even provide for modes of settle- 
ment under options. 
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NEW 


.. and THE PRUDENTIAL has one, too. 
It’s our NEW FAMILY INCOME RIDER! 
Easily attached to currently issued life and 
endowment policies, the rider may be 
written to provide $10, $15, or $20 of 


monthly income for each $1,000 of insur- 
ance. And the income period may be for 
10, 15 or 20 years from the date of the 


policy. 
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With Agents, Brokers and Prospects alike—the flexibility of 
Prudential’s Family Income Rider is catching on fast! 








Industrial Insurers Will 
Meet in Savannah in 1948 


Industrial Insurers Conference iy 
return to the deep south for its 194g 
annual meeting. The convention will 
be at the General Oglethorpe hotel, 
Savannah, Ga., May 19-22. 


State Mutual Enters 
Nine Additional States 


State Mutual Life has entered Mop. 
tana, Utah, Nevada, New Mexico, Okla. 
homa, North Dakota, West Virginia and 
Alabama. It is now admitted in 39 
states and the District of Columbia, 


Agents Honor Claris Adams 


As a testimonial to the role that he 
has played in the American Life Cop. 
vention, the field force of Ohio State 
Life put on a one-week “rose campaign” 
in honor of President Claris Adams 
turning in more than 200 applications 
for well over $1 million of insurance, 
A bouquet of roses, one for each dozen 
applications, and cards showing agency 
and individual volumes were presented 
to Mr. Adams at a meeting at the home 
office. 


Hennessy to Jefferson Natl. 


Jefferson National Life has appointed 
J. W. Hennessy manager at South Bend, 
He was formerly assistant manager 
there for John Hancock Mutual. He js 
president of the South Bend Life Un- 
derwriters Assn. and an alumnus of 
Notre Dame. He has been in life jn. 
surance work 12 years. 


Reelect at Lincoln 


LINCOLN, NEB.—W. James Quinn, 
Woodmen Accident was reelected presi- 
dent of the Lincoln Assn, of Accident & 
Health Underwriters. Roy Watson is 
vice-president; C. K. Lowe, secretary; 
Mrs. Claire Palmer, treasurer. Insur- 
ance Director Stone was the speaker, 

W. E. Reinsh, Massachusetts Bond- 
ing, Omaha, a member of the executive 
board of the National Assn., was a spe- 
cial guest. 


Prudential Advances Hilyer 


G. L. Hilyer has been appointed man- 
ager of Prudential in Norfolk. He suc- 
ceeds R. C. Morrow, recently trans- 
ferred as manager to Washington, D.C. 
A member of Prudential’s sales organi- 
zation since 1926, he has been an assist- 
ant manager in Jacksonville, Fla., for 
19 years. He is a veteran of the first 
world war. 








Griswold Boston Speaker 


The Boston Life Insurance & Trust 
Council at its meeting Nov. 5 will hear 
an address by Dean Erwin N. Griswold 
of Harvard law school on “The Inte- 
gration of Estate and Gift Taxes and 
Their Correlation with Income Taxes,’ 
Dean Griswold is one of the committee 
of five appointed by the federal govern- 
ment to work out the inconsistencies i 
the laws governing the taxation of 
property transfers during life and at 
death, as well as the income produced 
by such property. 


Equitable Has Neb. Rally 


A four-day meeting of the Nebraska 
agency of Equitable Society was held at 
Lincoln. Speakers included Arnold J. 
Rossman of the south central depart 
ment, Kansas City; G. A. Yost, North 
Platte; Wilbur Miller, Lincoln; Sig 
Armbruster, Stanton; Gilbert Duling, 
North Platte; C. M. Douglas, Omaha; 
John Stedman, Omaha, and Harty 
Thorpe, Lincoln. 

John A. Carr, state agency managef, 
Omaha, presided. 


Max Frances with Franklin 


Max Frances, formerly with America 
National Life, has been appointed get- 
eral agent at West Memphis, Ark., for 
Franklin Life. 
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Supreme Court 
Likely to Decide 
N. Y. Escheat Case 


WASHINGTON — The U. S, Su- 
Court has noted “probable juris- 
4jction” in the case of Connecticut Mu- 
tual Life et al v. State Comptroller 
Moore of New Y ork, which involves ap- 
plication of the New York abandoned 
property law to. escheat abandoned 
life policies. Union Labor Life moved 
to dismiss the appeal as far as it was 
concerned. The motion was granted. 


4.0.U.W. of N. D. Delegates 


Meet on Mutual Plan 


Delegates from A.O.U.W. of North 
Dakota lodges were in session in Fargo 
this week, starting Tuesday, discussing 
the proposal to mutualize the society. 
There seems little doubt that the plan 
will be adopted. One of the questions, 
however, is what disposition is to be 
made of funds of local lodges, for these 
pelong to the lodges. They will decide 
whether lodges are to continue as purely 
social and charitable adjuncts to the 
society, or Whether some equitable di- 
vision of the lodges’ funds is to be 
made. 

It is reported that since the’ proposed 
mutualization was announced a month 
ago many congratulatory letters have 
been received from prominent mem- 
bers, commending the board on taking 
the step. 

A banquet was held the first night. 

President Bradley C. Marks stated in 
a special bulletin to members that it 
appears some satisfactory arrangement 
can be made if delegates feel it is de- 
sirable to continue the lodges with a 
treasurer to collect premiums, and for 
social and welfare purposes. He stated 
that no change in policies is contem- 
plated; nor in premium rates or manner 
of payment. The mutual to be formed 
will assume all contractual obligations 
of A.O.U.W. and issue assumptive cer- 
tificates to policyholders. All assets now 
held and accumulated in future will 
stand as a guarantee of fulfillment of 
contracts. 


L. A. Trust Council Elects 


Life Insurance & Trust Council of 
Los Angeles has elected as president, 
Eldin L. Smith, Connecticut General 
Life; vice-president, Russell C. Lemon, 
Farmers & Merchants National Bank; 
secretary, George P. Quigley, Provident 
Mutual Life. Life men on the execu- 
tive committee are: A. Duckett, 
Northwestern Mutual, and Roy H. 
Sheldon, Equitable Life of Iowa. 

The council now has 47 members, of 
whom 30 are life insurance men, and of 
the latter 18 are C.L.U.’s. 

At the next meeting Elmo H. Conley, 
of Gibson, Dunn & Crutcher, attorneys, 
will speak on “The Lawyer in Estate 
Planning.” 


preme 











Hear Free Enterprise Talk 


Dr. Ray Unterenier, professor of his- 
tory and economics at California In- 
stitute of Technology, addressed the life 
insurance committee of the Los Angeles 
Chamber of Commerce on “Your Re- 
sponsibility in the Free Enterprise 
System.” 





Plain Dealers Praised 


Plain Dealers Mutual Casualty of 
Chicago at Dec. 31, 1946, had assets 
$102,593 and surplus $75,020 according 
to the report of an examination by the 
Illinois department. The examiners 
state that Plain Dealers is efficiently 
Managed and has shown a favorable 
underwriting experience and that it 





equitably discharges its contractual ob- 
gations and affords its policyholders 
good treatment. 

This company is closely identified 
with Central Life of Illinois. H. A. 


XUM 





Pierce, who is general counsel of Cen- 
tral Life, is president of Plain Dealers. 

Premiums earned in 1946 were $97,- 
538, losses incurred $43,664, adjusting 
expenses $4,004, underwriting expenses 
$46,900, net gain from underwriting 
$3,081. 


B.M.A. Expands Home Office 


The home Business Men’s 
Assurance is taking over some 8,500 
feet of additional space in its 
During the past few years 
number of its em- 


office of 


square 
building. 
it has 
ployes. 

The claim department has taken over 


doubled the 





horse show last week. Mr. Edwards is 
Chicago general agent of Aetna Life. 
His Royal Cottage, a sister to Lovely 
Cottage, who was grand national win- 
ter, won first in the model hunter class 
a few days ago at the Royal Oak horse 
show at Deerfield, Ill. 

Mr. Edwards is an enthusiastic horse- 
man and through exhaustive training 
and gentle handling has developed a 
number of fine animals who won honors 
in many shows. 

W. C. McCord, president of Southland 
Life, is chairman of a drive to raise $1 
million for the Truett Memorial Hos- 
pital at Dallas. 


increased space. In addition to the ex- 
pansion the company is organizing the 
work of the home office departments so 
as to place greater responsibility on unit 
supervisors in the various sections. The 
company has now $300 million of life in- 
surance in force in addition to a large 
volume of accident and health premium 
income. 





R. S. Edwards’ three-year-old colt, 
Kalarama Lovely Ace, only recently 
won second in the fine harness class for 
three-year-old colts at the National Fu- 
turity horse show held in Indianapolis, 
and also was second in the three-year- 
old fine harness stake at the Chicago 











Strength! 


While the financial strength of a company is meas- 
ured by its ratio of assets to liabilities, its real strength 
lies in its personnel — both in the field and home 


office. 


No one can question the financial strength of the 
Bankers National Life with its $109 of Assets for 
every $100 of Liabilities. And when you compare 
the strength of our personnel you will find the field 
force as strong—both in production and morale — as 
any in the business. Home Office personnel is strong, 
too, in leadership, vision, cooperation and friendly 
interest, especially in helping solve the field men’s 
problems. 
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EDITORIAL COMMENT 





Example of Government in Business 


The House subcommittee report blast- 
ing the veterans administration’s han- 
dling of National Service life insurance 
and recommending the replacement of 
the present VA insurance head by a 
business man of top executive ability 
should go into the evidence files of all 
who may have to contend against those 
who would like to see the government 
encroach still further into the field of 
private insurance. 

The delays and inefficiency which the 
subcommittee found at VA are all the 
more surprising when it is remembered 
that if there were any class of citizens 
to whom preferred service should have 
been given it was certainly the veterans, 
and particularly when so important a 
matter as life insurance was involved. 
Despite the efforts VA has been making 
to get term policies converted to per- 
manent forms one of the complaints 
about the present setup is that applica- 
tions for conversion are not acknowl- 
edged. Another complaint is that in 
thousands of cases the VA has failed to 
send receipts for premium payments. 
The veteran cannot be sure that his pay- 
ment was ever received. In other cases 
premium notices are sent even where the 
policy had already lapsed. Perhaps the 
worst of all are inexcusable delays in 
settlement of death and disability claims. 

A private insurer guilty of a minute 
fraction of what the VA insurance di- 
vision is charged with would quickly 
have been yanked up short by an alert 
insurance commissioner and told to get 


its house in order or else. 

The assistant administrator in charge 
of the VA insurance department, H. W. 
Breining, told the committee that noth- 
ing can be done about paying a divi- 
dend on NSLI policies until 10 million 
tabulations can be made and that if VA 
is not granted additional personnel for 
insurance work then it cannot pay a 
dividend. This is in spite of the fact 
that, as the report points out, the 18,500 
people employed in the VA insurance 
department far exceed the number of 
employes per policy in any commercial 
insurance company. The comparison is 
additionally striking when you recall 
that in the usual company a considerable 
part of the staff is busy with new busi- 
ness where there is relatively little new 
business coming into the VA insurance 
department. 

Judging from the subcommittee’s re- 
port, if the VA insurance department 
were being run with the sole objective of 
proving that the government should stay 
out of the insurance business it could 
hardly do a better job. Some insurance 
arrangement, of course, was necessary 
in wartime, but a much better one seems 
to be the plan sponsored by the Na- 
tional Assn. of Life Underwriters, which 
would simply guarantee the payment of 
a death benefit to families of service men 
dying in line of duty and would give up 
trying to parallel the activities of civilian 
‘life insurance companies with the re- 
sultant post-war confusion and unjusti- 
fiable competition with private business. 


Value of the Full-Speed Run 


When Thomas G. Murrell, general 
agent of Mutual Benefit Life at Los 
Angeles, was getting started on his first 
managerial assignment he developed the 
idea of applying to life insurance sell- 
ing the “full speed run.” He had been 
a naval officer before going into the life 
insurance business. In the navy the 
full speed run was used to determine 
the maximum results obtainable under 
conditions of maximum effort and pres- 
sure. Mr. Murrell applied the full speed 
run idea periodically in his agency and 
it is a practice that might well be fol- 
lowed more generally, both in an or- 
ganized way and by individuals seeking 
to step up their own personal efficiency. 

' To operate at full pressure all the 
time makes work monotonous and un- 
bearable but for a limited period it 
‘makes a sort of game out of one’s job. 
It shakes a person into a new pattern 
of work. Little time-wasting habits 


show up glaringly and are eliminated, 
perhaps permanently. The individual 
learns, perhaps for the first time, how 
much more he can accomplish in a given 
space of time than he had thought. 
The biggest advantage of course is 
that once having worked up his own 
ability to a high pitch the individual 
will retain much of these more efficient 
habits when the full speed run is over 
and he drops back to a normal gait. 
Because of the intense pressure under 
which he has been operating while on 
his full speed run, the pace at which he 
operates afterward, even though it may 
seem leisurely to him, is usually much 
more efficient than his old habitual pace. 
Wartime experience in training men 
for the army and war industries proved 
how much more efficiently people can 
operate than had been generally realized. 
In the army’s accelerated training course 
for officers, for example, it was found 


that men can absorb new material about 
six times as fast as had previously 
believed possible. Many people have 
never undergone the experience of work- 
ing as intensively and effectively as they 
possibly can. The “full speed run,” by 


putting them in training, so to speak, 
may cause a little temporary brain-fag 
but the final result is well worth it, fory 
generates the ability to lope along ata 
gait that would previously have been 
thought impossble strenuous. 


Tangible Reward for Quality Business 


The recent announcement by Provi- 
dent Life of North Dakota that it would 
increase its non-medical limits for agents 
qualifying for the national quality award 
of the National Assn. of Life Under- 
writers is an interesting sign of the 
times. It is a tangible reward for pro- 
ducing quality business and perhaps the 
idea will find wide acceptarrce, 

A study of Provident’s non-medical 
business revealed a distinct relationship 
between favorable mortality experience 
and good persistency. It seemed rea- 
sonable to assume that an agent who 
would do a good job of selecting a per- 
sistent type of prospect would also be 
selective from an underwriting point of 
view. Hence the company decided to 
embark on this underwriting experiment. 
Incidentally, Provident has set an added 


incentive by making its Leaders Clg 
qualifications identical with those of the 
national quality award. 

Sometimes there is a feeling anjong 
agents that except for specially geared 
compensation plans the accent is really 
on volume,. however much the compa. 
nies may extol the virtues of persistency 
and quality of risks. By rewarding na. 
tional quality award winners with a 
higher non-medical limit, Provident Life 
has bestowed a fitting recompense, for 
it is placing the extended non-medical 
privilege in the hands of those who haye 
best demonstrated their respect for qual- 
ity of risks and yet the company is not 
opening its doors to those who have not 
shown themselves to of the type capable 
of making the national quality award 
grade. 








PERSONAL SIDE OF THE BUSINESS — 





H. L. Benken and R. E. Sachs, who 
have been appointed agency secretary 
and editor of the “Agency Bulletin,” 
respectively, by Union Central Life, are 





Robert E. Herman L. Benken 


Sachs 


both navy veterans. Mr. Benken has 
been for 13 years in the agency depart- 
ment, his insurance career being inter- 
rupted by his war service, from which 
he returned in 1945. Mr. Sachs was in 
the navy before joining Union Central. 
He graduated from the Indiana Univer- 
sity school of journalism. During the 
war he was an ensign on an L.C.I, in 
the invasions of Leyte, Okinawa and 
Iwo Jima. 


Franklin E. Toops, in assuming the 
position of Travelers’ manager at 
Columbus, is entering upon his third 
period of service there for that company. 
He started with Travelers at Columbus, 
which is his native city, as a special 
agent in 1920. In 1922 he was promoted 
to assistant manager there and the next 
year was made manager at Louisville. 
He was transferred to Chicago in 1929, 


but in 1937 citennts to Columbus as 
manager. Two years later he was made 
acting manager of Travelers’ largest 
branch oface at 55 John street, New 
York, and five months later was named 
as manager. He is returning to Co 
lumbus at his own request. 

Sara Frances Jones, one of the star 

producers of Equitable Society in Chit 
cago, who has been in ill health for some 
time, is now at the Hotel Pearson, Chi 
cago, having been in Maine during the 
summer season. She goes to the office 
two or three times a week and still keeps 
a keen interest in insurance. She will go 
to Carmel, Cal., for the winter. 

In reporting the address of J. Rep 
wick Montgomery of Philadelphia made 
at the Swampscott meeting of Million 
Dollar Round Table, he was erroneously 
identified as to company affiliation. He 
has been with Phoenix Mutual Life for 
22 years. 

Grand Rapids Assn. of Insurance 
Agents, Nov. 6, is honoring Commis- 
sioner David A. Forbes of Michigan at 
a dinner that will be attended by Gov. 
Sigler and other state officials. 

This is in recognition of his recent 










election as chairman of the executive 
committee of National Assn. of Insut- 
ance Commissioners. 

Mr. Forbes in private life is a local 
agent at Grand Rapids and is a former 
president of Michigan Assn. of Insur 
ance Agents. He continues to hold his 
interest in his local agency, but only 
renews business that he controlled be 
fore he went into state office. He does 
not solicit new business. 

Laurence W. Smith, Grand Rapids 
insurance attorney, will be the presiding 
officer. In addition to Gov. Sigler, brie 
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talks will be made by State Treasurer 
D, Hale Brake; H. A. Clark of Chicago, 
vice-president of Firemen’s; A. F. 
Powrie, Chicago, western manager of 
Fire Association; E. M. Griggs, Chi- 
cago, associate general counsel of Na- 
tional Board of Fire Underwriters, and 
Commissioners Pearson of Indiana, 
Parkinson of Illinois and Johnson of 
Minnesota. 

Joseph P. Betker, assistant agency di- 
rector of Old Line Life of Milwaukee, 
has been named head of the professional 
division of the Community Chest at 
Waukesha, Wis., his home city. 

Quentin DeNio, formerly in the ac- 
tuarial department of Northwestern Na- 
tional Life, has become associated with 
his father, E.. W. DeNio, general agent 
at Cedar Rapids, Ia. 
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DEATH 


F. P. Manly, 82, Dies; 
Indianapolis Life 
Founder and Head 


INDIANAPOLIS—Frank P. Manly, 
82, for many years prominent nationally 
in life insurance circles, died at his home 








FRANK P. MANLY 


in the Marott Hotel here. He was a na- 
tive of Rushfield, Minn., and graduated 
from Valparaiso (Ind.) University in 
1889. After studying law at North- 
western University, he entered life in- 
surance at Chicago. He went to Indi- 
anapolis in 1902 as manager of the ordi- 
nary branch of Prudential. 

_Three years later, with several asso- 
ciates, he organized Indianapolis Life. 
He took pride in the fact that, as a mu- 
tual company organized under the then 
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Allen May, President 


recently enacted legal reserve law of In- 
diana, it was successfully launched with- 
out having offered any special induce- 
ments to its early policyholders. 


He served as president until 1934, 
when he became chairman. He left to 
organize Hearthstone Life. Several 
years later, the business of this com- 
pany was taken over by State Life and 
Mr. Manly retired to give his attention 
to extensive real estate holdings he had 
acquired in the development of the area 
northeast of Indianapolis. 

Mr. Manly was active in community 
affairs and assisted in organizing the 
first Indianapolis Rotary Club of which 
he was president in 1915. He was dis- 
trict governor of the Illinois-Indiana 
Rotary district in 1916. 

Edward N. Ready, leading producer 
in the Loder agency of Mutual Life at 
Chicago in 1946, and also among the 
agency’s leaders this year, died from a 
heart attack. He died within an hour. 
He was only 42 and had been an athiete 
for many years. Mr. Ready had played 
professional baseball and was an ardent 
tennis enthusiast. 

Sidney Curtis, 68, for more than 30 
years an agent of Equitable Society in 
Boston, died at the Newton-Wellesley 
hospital. He graduated from Harvard 
in 1905. 

John G. Hoyt, 82, former president of 
Pyramid Life of Kansas and at one time 
president of the old Missouri State Life, 
died at his home in Memphis. Mr. Hoyt 
organized Cincinnati Life and purchased 
Hartford Life in 1910. He effected the 
merger of these companies with Mis- 
souri State. 

Fred G. Schnieders, 50, for the past 
seven years general agent of Mutual 
Trust Life of Chicago at Milwaukee, 
died at his home there. Born in Cin- 
cinnati, he represented Mutual Trust 
there before going to Milwaukee. 

Arthur E. Carr, 78, personnel super- 
visor of American Central Life before 
its merger into American United Life, 
died at Wauconda, IIl., after several 
months’ illness. He was with the com- 
pany 43 years. He served as head of 
the Indianapolis Amateur Baseball Assn. 
from 1924 to 1936 and was also a direc- 
tor and vice-president of the National 
Amateur Baseball Federation . 

A. M. Hyde, 70, who for a short time 
was president of Pyramid Life of Kan- 
sas, died after an operation in St. Louis. 
He was a former governor of Missouri 
and served as Secretary of Agriculture 
under President Hoover. 

Reed G. Hake, veteran agent of the 
Bankers Life of Iowa and for many 
years its manager at Kansas City, died 
at his home in Brownsville, Tex., after 
a long illness. He was nearly 73. Mr. 
Hake joined Bankers Life in Des 
Moines in 1905, and remained in the 
field until he was appointed a regional 
sales manager in 1919. He became 
manager at Kansas City in 1920, and 
remained there until his retirement from 
active business life in 1936. 

Edwin J. Smith, 66, an agent of 
Provident Mutual at Chicago for 36 





MISSOURI 
MISSISSIPPI 





St. Louis 1, Mo. 








THE PLAN of economic security for : 
aman and his family requires vision that spans 
the years. Vision on the part of the man... 
and on the part of the company whose 
business it is to provide that security. 


The Union Central, in planning the future, 
draws upon the experiences of a successful 
past. Now celebrating its Eightieth Anni- 
versary Year, the Company has paid over 
$1,000,000,000 to policyholders and benefi- 
ciaries . . . is now providing over $1,250,- 
000,000 of protection for thousands of Ameri- 
can families . . . and has assets exceeding 
$550,000,000. 


Yet a company, like a nation, cannot remain 
a leader by glorying in the past. The Union 
Central’s 80 year record, great as it is, is only 
a basic factor in a master sales and investment 
program to insure an even finer future for The 
Union Central and its policyholders. | 
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years, died at his -home in LaGrange. 
A member of the Ewing agency, Mr. 
Smith has always had one of the low- 
est lapse ratios in the company. 

E. Keith Cruickshank, 32, who repre- 
sented New England Mutual Life in 
Hawaii, died at Honolulu following an 
operation. He was an outstanding ath- 
lete, was educated at University of Ore- 
gon and the University of Hawaii and 
Was an army veteran. 


Sooll-for Debit Mek be | 
B. M. Tanner Is Published 


“You And Your Job,” a 180-page book 
written especially for debit men by Bur- 
gess M. Tanner has been published by 
THE NATIONAL UNDERWRITER Company. 
Mr. Tanner has been in the business for 
more than 40 years and started out on 
the debit. He has been a regular con- 
tributor to “The Industrial Sales- 
man for the last two years. He has 
also contributed to THe Nationa. 
UNDERWRITER and other publications. 

There are 48 chapters in the book. 
Among the chapter headings are the fol- 
lowing: Pioneering, Field Organization, 
Development of the Combination Agent, 
The Work of an Agent, The Weekly 
Account, The Cost of Industrial, Stand- 
ard Sales Talks, Collecting a Route, 











Maintaining Good Collections, A Way 
of Life, The Selling Process, Selling 
Small Ordinary Policies, Computing 
Premiums, Social Security, Settlement 
Options, Income Insurance Seems to 
Fit the Need Better, Fit the Need Now, 
Visual Aids, Selling Standard Accident 
and Health, The Manager and the 
Agent, The Future. 

Single copies are $2.75. It may be or- 
dered from THE NATIONAL UNDERWRITER 
Company. 


Institute Elects 10 More 


Ten life companies have been elected 
to membership in the Institute of Life 
Insurance, These, with two additional 
companies elected at an earlier board 
meeting, bring the membership to 153. 

Companies elected at the last meeting 
are Empire State Mutual, Jefferson Na- 
tional, Manhattan Life-of New York 
City, Modern, Monumental, National 
Home, Old Dominion, Rio Grande Na- 
tional, State National, and Woodmen 
Central. The two previously elected are 
Life of Georgia and Mutual Savings. 


Eight at Bankers Life School 


Eight agents from seven agencies of 
Bankers Life of Iowa attended a dis- 
trict sales training school in Denver 
Oct. 13-17. The school was the first 
in a series of four. 
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Fifty-Fourth Year of 
| Dependable Service 


* The State Life Insurance Com- 


Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $68,000,000 in Assets for 
their benefit . . . Policies in force 
number 101,000 and Insurance in 
force is over $203,000,000 .. . The 
State Life offers General Agency 
Opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those quali- 
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LIFE AGENCY CHANGES 
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Columbus Mutual 
Names Rene Banks 
at Youngstown, O. 


Columbus Mutual Life has appointed 
Rene P. Banks as general agent in 
Youngstown, O. Mr. Banks went to 








BANKS 


RENE P. 
college at Ohio Wesleyan and except for 
a few years on the west coast and in 
Colorado his entire insurance career has 
been in Ohio. Before going to Cleve- 
land as general agent for Penn Mutual, 
he was its general agent in Denver. He 
saw active service in the Pacific theater 
as a major in the army. While in the 
army he gave up his general agency at 
Cleveland. Most of the time since his 
return from military service he has been 
manager of the Cleveland municipal 
stadium. 


Cahn witty Send Do. 


R. R. Coburn, formerly group district 
sales manager for Prudential at Nash- 
ville, has been appointed group man- 
ager for life, health, accident, hospital, 
surgical and medical reimbursement 
coverages by the W. E. Lord Co., Cin- 
cinnati general agent of Continental As- 
surance. He attended University of 
Cincinnati, entering the business with 
Prudential three years ago. He was as- 
sociate district sales manager at Cincin- 
nati before becoming sales manager. 


Trible Cashier in Florida 


Arthur L. Trible, Jr., who started in 
the Chicago general agency of Aetna 
Life 17 years ago, and has been con- 
nected with the cashier’s department 
ever since, has been appointed cashier 
of the Charles I. Mann general agency 
of Aetna at Jacksonville, Fla. 





Travelers Fills 
Posts in N. Y. City, 
Springfield, Mass. 


H. T, Litke has been named manager 
of the life department of the 42nd stree, 
New York City, branch of Travelers, He 
succeeds Clyde Whiteley, recently des. 
ignated life manager at the 55 John 
street branch in New York. 

Mr. Litke has been manager 4 
Springfield, Mass. His successor there 
is M. H. Foskit, who has been promoted 
from assistant manager. Mr.  Litke 
graduated from Lehigh and __ joined 
Travelers as a field assistant in Read. 
ing. He was promoted to assistant man. 
ager there before being named manager 
at Springfield. 

Mr. Foskit received his B. S. degree 
from Boston University in 1933. After 
joining Mutual Life in Springfield, he 
joined Travelers there as a field assist. 
ant in 1942, 


Burwell Succeeds Thomas 
for Aetna in Portland, Me. 


C. E. L. Burwell, assistant general 

agent of Aetna Life at Boston, has been 
appointed general agent in Portland, 
Me., succeeding Boyce Thomas, te- 
signed. Mr. Burwell has been with 
Aetna Life since graduating from Dart. 
mouth in 1927. He served as an agent 
in Grand Rapids and brokerage manager 
in Boston before becoming assistant 
general agent in Boston. 
_ Mr. Thomas graduated from Bowdoin 
in 1918. He joined Aetna Life in 1922 
and after home office and field experi- 
ence was appointed general agent at 
Portland in 1933. 


Kramer to Assist Chier 


Leonard Kramer has been appointed 
assistant general agent by Maurice C, 
Chier, general agent of Continental As 
surance at Milwaukee. He attended 
University of Wisconsin and Marquette 
and is a law graduate. He spent three 
years in the army, took the Purdue 
marketing course and has spent some 
time in the field, with a highly success. 
ful production record. 





Opens Beverly Hills Branch 


general agent of Aetna Life, has opened” 
a branch at Beverly Hills, with Wilmer 
M. Hammond, Jr., in charge. 


Wilmer M. Hammond, Los Aslal 





Coffman to Bankers, Neb. 


Robert Coffman, who has been get- 
eral agent of Columbian National Life 
at Los Angeles, has been appointed 
general agent of Bankers Life of Ne- 
braska at San Diego. Edward Turner, 
assistant to Mr. Coffman, becomes Los 
Angeles general agent of Columbian 
National. 





Back Again!.. 






$25.00. 
UNIQUE 


Lots of 





CADA PRODUCTS e« 2710 South Parkway © Chicago 16, Ill. 





your Favorite Bank by CADA 


Beautifully Designed Combination Savings Bank and Per- 
petual Calendar. 


A splendid good will builder that works for you the 
‘round. Made of Plastic in a Rainbow of brilliant colors. 
Shatterproof, washable, non-inflammable. Sturdy lock with 
twist-proof 
stamped. 

face for use -— selling juvenile policies. 


Gold Stamping: Set-up charge on initial order $2.50. 


. “THE JUNIOR BUDGETEER” 


Holds approximately 


LASTING 
ear 


Takes all coins. 


USEFUL DECORATIVE 


key. Guaranteed. Advertising imprint gold 
Also comes with decorative Doll and Dog on 
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PRINT INSTRUCTIONS ON ORDER 
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AMONG COMPANY MEN 








Prudential Names 


Lemcke, Allsopp 


ond Vice-Presidents 


NEWARK—N. R. Lemcke and E, s, 
Allsopp have been elected 2nd _vice- 
presidents of Prudential. Both are in 
the mortgage and real estate depart- 


ate Lemcke is a graduate of Am- 
herst College and New York Law School. 
Following naval service in the first 
world war, he practiced law and en- 
gaged in the contracting business for 
several years. He joined Prudential in 
1927 as manager of the Montreal mort- 
gage loan office, later he served as man- 
ager in Philadelphia and New York. In 
1937 he returned to the home office in an 
executive capacity. 


Mr. Allsopp’s Career 


Mr. Allsopp, who also has had exten- 
sive experience in Prudential’s: mort- 
cage work, attended Cornell University 
and received his B.S. degree from Uni- 
versity of Pennsylvania. He took grad- 
wate work at New York University and 
js a graduate of the American Institute 
of Banking. In 1929, following several 
years with Farmers Loan and Trust Co. 
and Chemical National Bank in New 
York as an analyst, Mr. Allsopp went 
to Florida and entered the real estate 
business. Shortly thereafter he became 
manager of Prudential’s local mortgage 
loan branch and subsequently headed 
the offices in Boston and Newark. He 
was transferred to the home office in 


1943, 


New Posts for 3 
at Great-West Life 


S. H. Sutherland has been appointed 
economist of Great-West Life. R. L. 
Jex has been made 
assistant group sec- 
retary and T. W. 
McKay becomes 
assistant group su- 
pervisor at Hamil- 
ton. 

A graduate of the 
University of Man- 
itoba, Mr. Suther- 
land joined the in- 
vestment depart- 
ment of Sun Life 
in 1929 and served 
as investment ana- 
lyst until 1936, 
when he_ became 
economist with a firm of securities deal- 
ers. During the war he served as director 
of-production statistics and reports with 
the economics and statistics branch of 
the Canadian department of munitions 
and supply and later was appointed sec- 
retary of the Canadian munitions re- 
quirements committee and joint secre- 
tary of the Canadian army’s munitions 
assignments committee. In 1944 he was 
appointed manager of the research de- 
partment of the Canadian chamber of 
commerce and the following year was 
named assistant secretary. 

Mr. Jex graduated from University of 
Manitoba in 1928 and joined the staff 
of Sovereign Life of Winnipeg. He has 
been its assistant actuary since 1941. 

Mr. McKay was formerly branch su- 
Pervisor at Hamilton. 


Ill Health Retires 
Hill of Provident L. & A. 


H. R. Hill, vice-president of the group 
department of Provident Life & Acci- 
dent Insurance, has been forced to re- 
tire from active duty because of ill 
health. Mr. Hill, who has been with 





8. H. Sutherland 


Provident since 1930, is a veteran of 
°8 years’ experience in the group insur- 
ance field. 








C. L. McPherson to 
Mass. Mutual Life 


Massachusetts Mutual Life has en- 
gaged C. Lowell McPherson, formerly 
director of the life 
insurance market- 
ing course at Texas 
Christian Univer- 
sity and the Uni- 
versity of Connect- 
icut, as a training 
consultant to de- 
velop a compre- 
hensive training 
program for its 
agents. 

Mr. McPherson’s 
early experience 
was as_ basketball 
instructor and 
coach at  Lynch- 
burg, Va., College from 1921 to 1924. He 
received his M.A. in English from Co- 
lumbia in 1925. He then became Texas 
manager for Mortgage & Acceptance 
Corp., and was later Oklahoma assist- 
ant manager for its successor, Commer- 
cial Credit Co. He was dean of Lynch- 
burg College from 1927 to 1932, when 
he became an agent and supervisor of 
the Pacific Mutual Life in Lynchburg. 
Five years later he became general 
agent for National Life of Vermont at 
Charleston, W. Va. 

In 1946 he was appointed associate di- 
rector of the life insurance course at 
Purdue, later becoming director at 
T.C.U. and University of Connecticut. 





Cc. L. McPherson 





Life of Ga. Creates 
4 Miss. Divisions 


Life of Georgia has created four di- 
visions in Mississippi, formerly super- 
vised through a state office in Jackson. 
Managers are G. B. Hopkins, Jackson 
division; H. W. Keyes, Greenwood di- 
vision; M. S. Woodward, Jr., Tupelo 
division; and C. W. Tedder, Hatties- 
burg division. Guy T. Dobbs, Sr., for- 
merly state manager, has been appointed 
regional supervisor for Mississippi. 

Mr. Dobbs joined the company in 
1917. After two years with home office 
he joined the agency force, serving in 
Georgia, Florida, and South Carolina 
as agent, special agent, and manager. 
In 1932 he was transferred to Missis- 
sippi and soon was appointed state man- 
ager. 

Mr. Hopkins joined the company in 
1919 serving as an agent in Jackson- 
ville, Fla., and later in Columbia, S. C., 
Athens, Ga., Sandersville, Ga., and Au- 
gusta, Ga. He was transferred to 
Charleston, S. C., in 1932 as a special 
agent. Later in 1932 he went to Mis- 
sissippi where he has served as special 
agent, district manager, and assistant 
state manager. 


Was Assistant State Manager 


Mr. Keyes has been assistant state 
manager for nearly two years. After 
joining the company in 1935 as an agent 
in Brookhaven, Miss., he served in Hat- 
tiesburg as special agent and as district 
manager in Clarksdale and Natchez. 

Mr. Woodward joined the company 
in 1929 at the home office later serv- 
ing in Florence, S. C. as an agent, spe- 
cial agent in Mississippi, staff manager 
in Tupelo and Hattiesburg, and man- 
ager at Tupelo. After three years in 
the army he served as manager Chat- 
tanooga for two years and returned to 
Mississippi last February. 

Mr. Tedder has been manager at 
Meridian for four years. He joined the 
company in 1919. He has served the 
home office in Georgia, Florida, South 
Carolina and Mississippi as agent, spe- 
cial agent, and manager. Since 1934 
he has been manager at Vicksburg, and 
was later transferred to Jackson and 
Meridian. 


Fete Parkinson, 20 Years 
Equitable Society’s Head 


Thomas I. Parkinson, president of 
Equitable Society, was guest of honor at 
a dinner Monday 
evening to mark 
his 20th anniver- 
sary as president. 
Hosts were the of- 
ficers of Equitable. 

During the two 
decades that Mr. 
Parkinson has been 
president total in- 
surance in force in- 
creased to $11,586,- 
572,498 from $5,- 
469,715,564. When 
Mr. Parkinson 
took office in 1927, 
Equitable had ad- T. I. Parkinson 
mitted assets of $941,755;000. Today as- 
Sets are $4,410,000,000, largest in the 
company’s 87-year history. 


Shifts Mortgage Men 


Prudential has made these field 
changes in its mortgage and real estate 
department: R. B. Moore, assistant man- 
ager at Cincinnati, becomes assistant 
manager at Indianapolis. Educated at 

Temple University and the Wharton 





school of the University of Pennsyl- 
vania, he joined Prudential at its home 
office in 1932. J. G. Hibbard, supervising 
appraiser at Minneapolis, succeeds Mr. 
Moore at Cincinnati. Mr. Hibbard is a 
graduate of Ohio University and joined 
Prudential in 1935 as a farm property 
manager. J. B. McCarthy, supervising 
appraiser at Chicago, becomes assistant 
manager at Springfield. He joined the 
company in 1933 as a mortgage loan in- 
spector in Chicago. 


Wagman Mutual Benefit 
Assistant Medical Director 


Dr. Murray Wagman has become as- 
sistant medical director of Mutual Bene- 
fit Life. A native of Toronto, Dr. 
Wagman studied at the University of 
Toronto and interned at Uniontown, 
Pa. He was in the U. S. army for 
two years. He has been physician at 
Union College, Schenectady. 








Loan Office at Spokane 


Mutual Benefit Life has established a 
mortgage loan office at Spokane, Wash. 
under the management of Grant E. Sil- 
vernale, who is a partner in the invest- 
ment banking and mortgage firm of 
Murphey, Favre & Co. 


THE MAN 


YOU FORGOT 


Monrraace LIFE INSURANCE on your client gives 
his family as good a break as the firm that holds 
his mortgage It takes care of everybody. 


Or does it? What about your client, himself? Did 


you forget him? 


No one forgets to mail his mortgage bill when 
he’s disabled. No one in his family forgets to show 
up for meals. No one forgets to send the doctor 
bills. The only one who forgets to show is the 
man with his regular income check. 


That's why we remembered to put a Lifeteme monthly 
income benefit for Accident and Sickness in our 
Mortgage Protection plan 

This pays the bills when he’s disabled _.for the man 
who pays them when he’s well. 


OCCIDENTAL LIFE Insurance Company 


of Celifomua *% V H JENKINS, Senior Vice-President 


"We pay lifetime renewais-they last as long as you do” 
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Western & Southern Passes 
Billion Mark in Industrial 


CINCINNATI—Western -& Southern 
Life has passed the $1 billion mark in 
weekly premium insurance in force, a 
gain of approximately $38,000,000 in this 
department for the year to date. It 
seems likely the company will close the 
year with a total of approximately $1,- 
900,000,000 in force, with not far from 


an equal amount of both ordinary and 
weekly premium business in force. It is 
the sixth combination company to ex- 
ceed the billion mark in industrial. 
Elaborate preparations are being made 
for the company’s 60th anniversary in 
Cincinnati next April. 





Reserve Life of Dallas has been ad- 
mitted to Ohio. 

State Mutual Life has been licensed 
in Oklahoma. 








Strictly Up to Date 


Preferred Risk Whole Life 
Whole Life Convertible 
Double Protection to 60 or 65 
Regular 1 to 20 Year Term 
Renewal Term to 60 or 65 


Juvenile Plans 


Established 
1900 


Crown Life Policy Plans and Benefits 
are “modernized” to enable more of our 
representatives to better serve more of 


‘ their clients. They include: 


CROWN LIFE 


INSURANCE COMPANY 5:22" 


Par. and Non-Par. 

Monthly Income Disability 
Single and Double Family Income 
Annuities and Pension Plans 
Group and Wholesale 


Prepayment of Premiums 


The Crown Life is now licensed to operate in 
New Jersey — Ohio — Michigan — Indiana 




















— Missouri — Minnesota — Washington — 





California — Texas — Louisiana — Idaho. 

















(ACR ARERR EG eS AR A RN TAR a RR ne 
Fortieth Year 
ORDINARY LIFE 


1907 1947 
INDUSTRIAL LIFE 


INDUSTRIAL HEALTH AND ACCIDENT 
CREDIT LIFE 
MORTGAGE CANCELLATION 


INSURANCE 
MISSOURI INSURANCE COMPANY 


H. G. ZELLE, President 
St. Louis 1, Mo. 














Sales, Insurance in 


Force, Assets of 
N. W. Mutual Up 


MILWAUKEE-—Sales of new life in- 
surance by Northwestern Mutual Life 
continue at a satisfactory level, Presi- 
dent Edmund Fitzgerald reported to the 
trustees. July, August and September 
each produced a new business record 
that has been exceeded by the corre- 
sponding month only once in the entire 
history of the company. = 

New insurance paid for the first nine 
months totaled $356,809,614, while re- 
instatements of $826,152 and purchases 
of $17,516,066 through application of div- 
idend additions increased total new in- 
surance to $375,151,832, an increase of 
8% over the same period in 1946. Al- 
though lapses are increasing, they are 
still below normal. Insurance in force 
Sept. 30 totaled $5,320,882,510 on 1,290,- 
002 policies, a new high figure. , 

Leading general agencies are Jami- 
son & Phelps, Chicago; Victor M. 
Stamm, Milwaukee; C. L. McMillen, 
New York; B. J. Stumm, Aurora, IIl.; 
John R. Mage, Los Angeles; Krueger 
& Davidson, New York; M. A. Carroll, 
Oshkosh, Wis.; C. R. Eckert, Detroit; 
P. T. Allen, Buffalo; E. A. Crane, In- 
dianapolis; Frank Horner, Madison, 
Wis., and Rowley & Talbot, Newark. 

He reported greatly increased activ- 
ity in mortgage loan and real estate 
fields, with more than $14 million a 
week placed in real estate mortgages 
and properties purchased for invest 
ment. Assets increased to $2,116,730,314 
Sept. 30, a gain of $134,683,800 since the 
first of the year. 


B.A.R.E. Audit Released 


Benefit Assn. of Railway Employes, 
Chicago, at Dec. 31, 1946, had assets 
$4,912,054 and unassigned funds $2,135,- 
539 according to the report of an exami- 
nation that was conducted by Illinois, 
Pennsylvania, Alabama, Arkansas and 
Montana. 

The examiners state that the cash 
position is well maintained and surplus 
is being currently invested in diversified 
securities. Adjustment and settlement 
of claims appear to have been effected 
in a prompt and equitable manner. 

All business and renewals are secured 
through Consolidated Agency except 
business written in California, and life 
business written in Texas and Arkansas. 

This agency bears all expenses of se- 
curing business and receives 17% of 
A. & H. premiums on railroad and in- 
dividual policies; 15% of A. & H. pre- 
miums on industrial or group contracts; 
40% of first year life premiums on in- 
dividual contracts;.not in excess of 7% 
of renewal life premiums on_ individ- 
ual contracts; and a commission on 
group life contracts scaled according to 
size or risk from 8% to 2% and 2% of 
first year premium on group life. Four 
of the officers receive their compensation 
under the agency contract. A. & H. 
premiums earned during 1946 were $8,- 
651,860, losses incurred $5,375,889, ad- 
justment expenses incurred, $135,698, 
underwriting expenses incurred $2,613,- 
219, gain from underwriting $527,053. 

B.A.R.E. just started writing life in- 
surance in 1946 and by the end of the 
year it had $20,198,822 life insurance in 
force. Of this amount $19,799,500 was 
group. 


Hearing on Mo. Merger 


Superintendent Jackson of Missouri 
will hold a hearing at Kansas City Oct. 
28 on the proposed reinsurance by the 
Postal Life & Casualty of American 
Union Life of St. Joseph. 





Starting to Raze Mansion 


Demolition of the famous Schwab 
mansion at New York, purchased by 
Prudential last May will start shortly. 
The company has not decied what type 
of structure it will erect on the site. 


SALES MEETS 


Central Life, Ill., Holding 
2-Day Cal. Conference 


Proce 
Central Life of Illinois is holding Probl 
two-day meeting for its leading Cy . 
fornia producers Friday and Satur o Vie 
at Bakersfield Inn, Bakersfield, 
L, R. James, Pacific Coast managelg A posit 
will act as host. Following a welcomm&sctor in 
by President Alfred MacArthur, L, jr McEue 
Johnson, vice-president and agency qihe Holy« 
rector, will talk on “What’s Aheagiit a lunch 
C. G. Oatman and C. E. Hobson, bof sound 1 
of San Diego, will discuss the value gfe said, 
basic sales training. K. D. Kunkel aphecting a: 
Larry Owen, general agents at roblem. 
Diego and Long Beach, respectiyelfome with 
will talk on organized work methoddin effectiv 
S. E. VanElgort, Los Angeles, wil] difpresentatic 
cuss the sale of mortgage insuranceMnthusiasn 
K. V. Smith, general agent at ttitude. 
Diego, will deal with the use of sociheir pros! 
security in programming. pon pers’ 
D. T. Duga, general agent at Sagfiency, tv 
Francisco, Ernest Smead, general agenfto effectiv 
at Santa Monica, and Leon Schlanif Mr. Me 
Los Angeles, will talk on thrift plangfmore pro 
including retirement, endowment, coyfple with ‘ 
pon and juvenile policies, and busines&&environme 
insurance, including partnerships, R@pheir life 



























DeBoer of Bellflower will talk on selfinghis the | 
to ranchers, nowledge 
At the Saturday meeting Kennetifithe uses a 
Grace, Fresno, and T. Sandersonge descr: 
general agent at Long Beach, will taljgmental an 
on juvenile. Joseph Filippi; generat calls 





















agent at Stockton; L. W. Johnson, Longwell as_b 
Beach; W. L. Owen, general agent ajmtilize the 
Long Beach, and F. I. Roberts, generalisposal_r 
agent at Bakersfield, will handle thapnd wishf 
subject of life insurance in a general jp 
surance agency. 

Benjamin Getzoff, head of the hom 
office sales promotion department, wil 
talk on sales aids. The final speaker 
Vice-president Johnson, will give 
resume of the entire meeting. 


ass 


Attac 


COLU) 
ttate-local 


Honor American Naitl.’s ‘ith 60 1 
ions atte 


Leaders in Industrial seotesting 


Awards for leadership were presentelistributio 
to industrial agency leaders of Americas OTigina 
National in the north central divisiogphe sale « 
at a regional meeting in St. Louis angemployer 
in the southwestern division at a similagetoup, Sp‘ 
meeting in Galveston. Df Life 1 

Regional Superintendent E. C. Browmppon thos 
presented rewards to the following leadgment of c 
ers of the north central division: Supe this m 
intendents G. K. Gleenor, Wichita, anggmass sale 
W. T. Jones, Joplin; Assistants C. Agpuch prac 
Caldwell, Wichita, and F. E. Wood, Jopgpf the Oh 
lin; Agents C. D. Smith, Wichita anggluced whi 
J. H. Tutt, Wichita. onditions 

At the southwestern convention Regpersons n 
gional Superintendent J. C. Bullion pregtmploye + 
sented rewards to Superintendents C.Ljpociations. 
Hammerton, Albuquerque, and J, (put of cor 
Patterson, Abilene; Assistant B. J. Kingbf the leg 
sey, Pampa; and Agents W. F. Smithfpared but 
Abilene and W. O. Scoggins, Dallas. Resolut 

In addressing the convention groupiBurance c 
Executive Vice-president W. L. Vogléfone bey 
praised the field force for the record dl 
1946, which he stated was the best 
the company’s history and_ predicteifl 
continuance of outstanding progre 
Extensive plans for expansion were di 
closed by Agency Vice-president R. 4 
Furbush, who stressed the added oppot 
tunities that this will afford. 


K. C. Life Salt Lake Rally § ¥ 


e 
fl 
Kansas City Life held a three-day salei™ | 
\ 
'- 








ee 


agents attending from Utah, Neva 
and southern Idaho. Present from th 
home office was President W. E. Bixby 
Frank W. Boyce, assistant secretaty 
and Verne Barnes, director of fil 
training, each of whom gave time 
talks. Ernest Halverson, manager thet 
made arrangements for the meeting. 


conference at Salt Lake City, wit 
mt 


L 
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Buys Steel Company Bonds§ 


Pacific Mutual Life has purchasé 
$650,000 15-year debenture bonds of 
Angeles Steel Casting Co. ‘ 
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. employe relationship in the sale of group ry 
I 4 Procedure, Not a insurance by insuring, through associa- - 
tions, groups of persons not falling Ul in 
‘ Problem, Held Way within the employer-employe relation- 
Iding ship as originally conceived and have 


iS Caf Vi p 7 extended group coverage to small 
ree 0 1eWw rospecting groups of individuals who have no con- 
k a) 5 i Ss nection with an insured employer other 

lana A positive attitude is a determining eae i 

velo ia in prospecting effectiveness, B. than as employes of members of an as- 

ae 1  McEuen L.I.A.M.A. consultant, told sociation, or as borrowers from an in- 

ae 4 Holyoke Life Underwriters Assn, SUting company or as employes of finan- 

Ahead! ita luncheon meeting. Inauguration of cial pryreceage bec yr correspond- 
1 ie ad prospecting procedure begins, ents of larger nnancia Institutions and 
nko ood when the agent looks at pros- banking firms, or as members of large 
kel anfMecting as a procedure rather than a professional or trade groups or by rea- 

ae oeredl “Positive thinking” can only Sn, of some such similar arrangment Ca reer S 

tial am with such an attitude. Mastery of having no true employer-employe rela- eee 
‘ethodekn effective approach and a skillful sales tionship. 


vill disfpresentation engenders confidence and “May Destroy Agency System” 
uraneenthusiasm, helping to create a positive 


at SaMbttitude. Agents interested in improving nigel ng expressed that if this prac- 
 socialitheir eee — en ars plage Fh aceasta tes pines: de- 
ersonal efficiency and selling effi- Stroy ! L y system from 

at val two factors intimately related ee of the Ameri- Se eee eee 
: ive prospecting, he added. . 7nO . i i i 

Be Re hcEwen eld -. agents it is The conference commended veterans whose entire program is designed to further 

“plandimore profitable to prospect among peo- administration in Ohio for its coopera- their careers as successful life underwriters. 

t, couple with “needs” and in an “economic tion and assistance to the life men in the 

Usineenvironment of ability to pay and keep conservation of National Service Life 

s. Riheir life insurance in force.” To do Insurance. It was planned to hold a o 

sellindhis the agent has to have a sound sales congress the coming year under The Company training program covers every 
nowledge and a deep conviction of the auspices of every local association aii ‘ ; 

ennetifhe uses and functions of life insurance. in Ohio. Robert K. Zimmer is in charge phase of the individuals requirement in the field 

dersonftie described prospecting as “both a of this feature. A membership cam- 


ill taligmental and physical procedure in that paign is to be put on “with a goal of of life insurance, from basic selling to advanced 


zenert calls for a prolific imagination as 3,543 members by Dec. 31 next and a ot ke 

, Longgwell as budgeted time and energy to 5,050 by 1950. It also is planned to training for C. L. U. examinations. Company 

ent agutilize the many facilities at an agent’s increase the local association member- “ . 

zenerdiisposal rather than circulating vaguely ship in the state association from 24 to cooperation and supervisory counsel are directly 

lle thaand wishfully.” 35 by 1950. Several local associations ‘ ero 7 

rate ‘asia are now in process of organization. The with the individual representative. Great South- 
= * = annual meeting of the Ohio association . ‘ . 

hom LASS Distribution will be- bell ab (loneieed May. ern policy contracts include every form of life 

it 





ak Attacked in Ohio Agent Compensation eesenteentine? for si eas and 
COLUMBUS, O. — The National- groups. Great Southern territory is a rich field 
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jons attending, adopted a resolution MINNEAPOLIS — Agents compen- 
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Super this method of group insurance or Mortgage protection coverage was an- 
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Auch practices.” At the 1945 session Speakers included Jul B. Baumann, 
1, Jopgpf the Ohio legislature a bill was intro- N.A.L.U. president; Harold J. Cum- 
a an@luced which would permit under certain mings, president Minnesota Mutual 
onditions, the insuring of. groups of , Life, St. Paul; W. R. Jenkins, vice- 
n Re@persons not falling within the employer- president, and Walter Wheeler, counsel GREAT SOUTHERN 


n pr@employe relationship, through trade as- of Northwestern National Life. Orris 
 C.Lociations. The bill was not reported Johnson of Mankato, president of the 
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eligible for it to purchase, retain and 
convert their government coverage. 
This has become our definite, stated 
policy, and our performance under it has 
been such as to merit strong commenda- 
tion from Gen. Omar N. Bradley and 
others in the government. We shall 
continue to follow that policy. But we 
do not believe there is any connection 
between it and government insurance 
for the peace-time armed services. 


Compares with Compensation 

“For a more realistic view of the true 
obligations that the government owes its 
soldier-citizens and its trainees, we 
might look at the field of workmen’s 
compensation. When a man is in the 
armed forces, he is certainly entitled to 
free protection against the occupational 
hazards involved, just as the worker in 
the steel mill or the office is entitled to 
workmen’s compensation. But when the 
workman leaves the steel mill or the of- 
fice, he is no longer covered by his em- 
ployer’s workmen’s compensation policy. 
In exactly the same way the peace-time 
serviceman should leave his government 
protection when he is discharged from 
the armed forces. 

“A third type of unfair competition is 
that unwittingly fostered by some of our 
state governments, savings bank life in- 


surance. The National association is 
vigorously opposed to raising the exist- 
ing limitations on the amount of life 
insurance which may be issued by sav- 
ings banks. The National association 
is vigorously opposed to the extension 
of the system of savings bank life insur- 
ance to states in which it is not now in 
effect. 

“We are convinced that extension of 
the system of savings bank life insur- 
ance is not in the public interest, and 
that the expansion plans being pressed 
by some bankers will carry the system 
of savings bank life insurance far be- 
yond its stated social purpose and may 
result in the creation of life insurance 
protection lacking the necessary integra- 


tion and continuing service provided 
through the American agency system.” 





Seven Instincts Are Told 
by DePau at Peoria 


PEORIA—Seven 
cussed at the luncheon 
Life Underwriters Assn. by Robert W. 
DePau, Jr., district superintendent of 
Prudential in Chicago. He said every- 
body has some of these instincts, and 
appeal to them is a natural way to sell. 

There is the parental instinct, he said; 


instincts were dis- 
meeting of the 
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to have your own Agency and at the same time 
enjoy the many additional advantages of offer- 
ing a COMPLETE line of protection to your clients. 
Accident, Health and Hospitalization forms, 
when added to an excellent series of Life Policies, 
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INDIANA, MICHIGAN and OHIO. 
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then the instincts of leadership; oi tol- 
low-the-leader; of acquisition; the ego- 
tistical or love oneself instinct; the so- 


cial and fighting instincts. 

“People will respond if We can find 
the instincts they possess,” Mr. DePau 
assured. “The only way in the world 
you can get people to do something you 
want them to do is by having them want 
to do it. The best way to get anyone 
to respond is by appreciation and en- 
couragement. There nothing that 
kills ambition more than criticism, espe- 
cially on what they consider petty items. 

“Being in a selling profession, our job 
is to cause people to do what we want 
them to do at the time and in the way 
in which we want them to do it. It’s 
not what you tell a person; it’s how he 
takes it.” 


is 





Wis. Regional Conference 
Is Held at Oshkosh 


OSHKOSH, WIS.—Under the aus- 
pices of the National Association of 
Life Underwriters, a two-day regional 
conference was held here in charge of 
E. A. Crane, Northwestern Mutual, 
Indianapolis, national trustee, for of- 
ficers of the Wisconsin state and local 
associations. The Fox River Valley 
association was host and Conrad 
Kreutzberg, Oshkosh, president, was in 
charge of local arrangements. Dele- 
gates from 12 local associations were on 


hand. Richard E. Imig, New York 
Life, Sheboygan, Wis., national trustee, 


assisted in conducting the conference, as 
did William A. Pryor, Connecticut Mu- 
tual, Milwaukee, president, and other 
state officers including A. Jack Nuss- 
baum, Milwaukee, national committee- 
man; Roman Vetter, Madison, and 
Harold Pettingill, Beloit, vice-presi- 
dents; Frank McNamara, Waukesha, 
secretary, and Lee Wandling, Milwau- 
kee, treasurer. 

Following the regional meeting, di- 
rectors of the Wisconsin association met 
to plan to put the program developed at 
the conference into action. 





Fine Program for Mo. Assn. 
Midyear Meet, Congress 


The program for the midyear meeting 
of the Missouri Life Underwriters | 
Assn. at the Robidoux hotel, St. Joseph, | 
Oct. 17-18 will start with the state as- | 
sociation business meeting Oct. 17, 1:30 
to 5:30 p. m. Herbert A. Hedges, 
Equitable Life of Iowa, Kansas City, 
former N.A.L.U. president, will talk on 
highlights of the convention in Boston 
at the banquet that evening. 

The sales congress the following day | 
sponsored by the St. Joseph association 
will have George Maltby, Equitable of 
Iowa, Kansas City, Kan., as moderator. 
Speakers will be Ashley Papin, John 
Hancock Mutual, president St. Louis as- 
sociation, who will talk on “Human As- 
sets in Business,” Charles Fritsche, di- 
rector of agency training General Amer- | 
ican Life, who will discuss “Business | 
Insurance—the Market and the Respon- | 
sibility,’ and Bert Boyd, Northwestern | 
Mutual, Kansas City, Mo., whose sub- 
ject will be announced later. J. A. Bud- 
inger, vice-president and actuary of Kan- 
sas City Life, will talk on the Guertin 
law at the luncheon session. 








Cincinnati Assn. Hears 
Talk by Alden Palmer 


CINCINNATI — Alden Palmer of | 
R. & R. opened the fall program of the | 
Cincinnati Assn. of Life Underwriters | 
speaking on ‘Why get excited about | 
our business?” R. D. Jervis, life man- | 
ager of Travelers, president of the Cin- 
cinnati C.L.U. chapter, awarded certifi- 
cates to T. S. Muir, manager Guardian 
Life, and G. R. Hammerlein, general 
agent Minnesota Mutual. 

The life insurance policy is the only 
contract in which every clause is in- 
serted for the protection of its owner, 
Mr. Palmer said. It is the only contract 
which provides for the payment of a 
specified amount to the policyholder or 
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The Wisconsin Quarter Million Dol 
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and Robert 


Buftalo— Lewis C. Slesnick, Prudential, 
Metropolitan, 
will receive their C.L.U. diplomas at a 


and Albert E. Thompson, 


techniques they have used. 
Louis Wineburg = and 


Elmira. 
New Orleans --— 
Service, spoke at 


Hilbert 
the October 
NALU. executive vice-president, and 
Edmund J. Schmuck, National 
tion attorney. 

Knoxville—Edward J. 
ney of the N.A.L.U., 
see association on the National associa- 
tion’s tax program. 

Kankakee, Ill. — J. Manley Phelps 
talked on “English as She Is Spoke.” He 
was accompanied by H. B. Goessele, 
vice-president of Globe Life of Chicago. 


Pittsburgh—M. Jay Ream, general 
agent of Mutual Benefit Life in Pitts- 
burgh and president of the Pittsburgh 


association, will address the Beaver Val- 
ley branch Oct. 27. 

Hartford—At the opening meeting of 
the season Oct. 23, Albert C. S. Eagles, 
assistant to the managing director of 
Crusader, of England, who is spending 
several weeks in the United States to 
ebserve American life insurance meth- 
ods, spoke on “Same Language-—Differ- 
ent Words,” comparing British and 
American life insurance contract terms 
and sales methods. 

Roanoke, Va.—Leadership in selling 
was stressed by David D. Taylor, Shen- 
andoah Life, Clarksburg, W. Va., with 
55 attending. He outlined methods by 
which life men can train themselves to 
be leaders in selling. 

Mr. Taylor was introduced by Paul C. 
Buford, president of Shenandoah Life. 

New Bedford, Mass.—John Little, re- 
gional manager of Prudential, spoke on 
“Prospects Ahead.” 
0.—The annual seminar 
Nov. 14. G.A.B. Woodley 
is chairman and Carl Cordray associate 
chairman. Horace R. Smith of Purdue 
will speak at the luncheon. The after- 
noon meeting will be divided into three 
groups, with authorities in three phases 
of life insurance presiding. The asso- 
ciation, which now has 340 members, is 
starting a membership campaign. 

Beloit, Wis.—Plans have been made 
by the Southern Wisconsin association 
for an educational course to be started 








Columbus, 
will be held 





Nov, 1 at Beloit College. Part A of 
the C.L.U. course will be given with 
Bernie Kalb of Rockford, Ill., as in- 


structor, 

Oakland East Bay—Wilfrid E. Jones, 
NA.LU. director of publications, spoke 
on post-war achievement for agents. 
His talk was built around the impor- 





fant part that America, and the life 
insurance business, are playing in 
Strengthening the economic conditions 
of the world. Charles Taylor, Beneficial 
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Paul A. Hazard, Jr.. New Eng- 
land Mutual, Chicago, member of the 

1944-47, 
“Our Corporate Client— 


round-up 
inar Which ran two hours for each of 
four Saturday mornings on prospect- 
amming, self-management, and 
in conjunction with the final 
was 
h cash prizes offered for the first, 
1 third best stories submitted. 
Winners were O. M. Ericksen, John Han- 


cock; J. M. Spangler, Kansas City Life, 
Hannaman, Minnesota Mu- 


joint meeting with the Buffalo C.L.U. 
chapter Nov. 20. 
Utiea, N. ¥.—Ray J. Plant, John Han- 


cock, and Fred R. Carpenter, Metropoli- 
tan, both of Rochester, demonstrated the 


Florence W. 
Dimon reported on the recent seminar at 


Rust, R. & R. 
meeting. 
Other guests were James E. Rutherford, 


associa- 


Schmuck, attor- 
spoke to the Tennes- 


| 
the Building Trades Employers’ Assn. 
| 


Life, Oakland, presented a C.L.U. certifi- 
cate to Donald Wood, agent for 
ficial, by the American College of Life 
Underwriters. Mr. Wood also gave a 
report on the recent N.A.L.U. convention. 

Green Bay, Wis.—A. Jack Nussbaum, 
Massachusetts Mutual, past president of 
the Milwaukee association and national 





committeeman for the Wisconsin asso- 
cation, addressed the Northeastern Wis- 
econsin association. 

La Crosse, Wis.—E. N. Novotny, man- 
ager of the local social security office, 


social 
at the 


relationship of se- 


life insurance 


discussed the 
curity and private 
luncheon meeting of the Western Wis- 
consin association. On Oct. 30 he will 
conduct a radio forum over a local sta- 
tion, with Harvey Powers, Old Line Life, 


association secretary, and Clinton D. 
Tanner, New York Life, participating. 





CHICAGO 


ADVANCES 





TREBILCOCK’S OFFICE 

Dale A. Trebilcock, agency director of 
the central branch of New York Life, 
134 South La Salle street, Chicago, is 
having a prosperous year and will close 
with over $1 million new business. One 
of his agents, Aubrey Peters, was once 
agency director of the company in the 
Bankers building. He went into serv: 
ice and on his return home after being 
discharged decided to become a per- 
sonal producer. He developed into a 


million dollar writer and was soon a 
member of the Million Dollar Round 
Table. He is rounding out the year 


with over $1 million, 

R. A. Eckersall also is a large pro- 
ducer. He is a cousin of Walter Ecker- 
sall, who was one of the star football 
players in his day. He played on the 
University of Chicago team during the 
heyday of his football career. 








EMPLOY PENSION EXPERT 

Life Associates, Inc., Continental As- 
surance general agency at Chicago, has 
added to its organization an expert to 
specialize on pension trust business. He 
is Max Schwartz, who has been region- 
al adviser to various federal govern- 
ment agencies on insurance matters. 
Another newcomer to the agency in a 
production capacity is Tony Mazziotti, 
who was a Notre Dame football star in 
the middle 30’s. He has also made a 
name for himself at golf. Lately he has 
been in the oil business. 


NEW YORK 


NEW YORK WOMEN MEET 











League of Life Insurance Women at | 


its first fall meeting at New York re- 
viewed ideas presented at the N.A.L.U. 
convention. <A friendship “brunch” will 
be held Nov. 9 at the Waldorf Astoria. 
Helen Hayes, the actress, will act as 
toastmistress. 


BETHEA TO ADDRESS N. Y. ASSN 


Osborne Bethea, general agent Penn 
Mutual, New York City, will speak on 
“The Life Manager’s Job” at the Oct. 
30 meeting of the New York City Life 
Underwriters Assn. 


MANAGERS PLAN DEC. SESSION 

The New York City Life Managers’ 
Assn, will hold an afternoon and eve- 
ning session Dec. 11 at the Waldorf 
Astoria hotel. Luncheon will be fol- 
lowed with a seminar on recruiting and 
financing. In the evening there will be 
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“That Bankers Life man is talking insurance again!” 


Bankerslifemen Are Enthusiastic 
About Their Business 


Filled to overflowing with enthusiasm for the work they are 
doing, Bankerslifemen are willing to talk about insurance on 
the drop of a hat, even though there is no record of one of 
them having intruded his business into a radio round table. 


This enthusiasm is a natural expression of the thorough 
knowledge of the business which the typical Bankerslifeman 
has. Starting with his earliest days in the business he has been 
given opportunities to really learn the business. In his own 
agency he learned through discussion and supervised field prac- 
tice. That was followed by courses of study conducted under 
Home Office direction, alternated with periods in the field to 
put into practice what he had learned. 


The enthusiasm for the life insurance business which results 
from knowing it so well makes Bankerslifemen the kind of life 
underwriters you like to know as friends, fellow workers, or 
competitors. 


Bankers /2/e CoMPANY 


DES &/ MOINES 








a cocktail party and the annual dinner 
featuring a program of professional en- | 
tertainers. 


JUNIOR ACTUARIES MEET 


Bruce Shepherd, manager Life Insur- 
ance Assn. of America, discussed the | 
functions and activities of the associa- 
tion at a meeting of the junior branch 
of the Actuaries Club of New York at | 





Fidelity Mutual Life has been readmit- 
ted to Colorado. \ 
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U. S. Life Brings Out 
New Series of Policies 


United States Life has brought out 
what it has designated as its “quality 
series,” which includes the “quality dis- 
ability” policy, the “superior quality” ac- 


cident policy and the “quality accident”. 


policy. 

The quality disability policy was de- 
signed primarily for business and pro- 
fessional men and provides lifetime ac- 
cident indemnity and up to two years 
non-confining health benefits. The fact 
that the coverage is only available to 
those engaged in certain occupations, 
enables the company to give broader 
benefits. Besides providing weekly in- 
demnity for total disability it provides 
benefits for intermediate and partial dis- 
ability. Lump sum amounts are pro- 
vided for accidental loss of life and 
other specified losses. The specified 
losses are elective and the insured may 
also elect to receive lump sum settle- 
ments for certain serious injuries, frac- 
tures and dislocations in lieu of weekly 
indemnity. 

The contract provides medical indem- 


nity for non-disabling injuries and con- 
tains hospital indemnity, nurses’ fees 
and surgical benefits. Worldwide pas- 
senger aviation coverage on regularly 
scheduled airline routes and on aircraft 
operated by a licensed pilot in the 
United States and Canada is also given. 
The policy cannot be cancelled during 
the contract term. 

The superior quality accident policy 
is available to business and professional 
men and women and provides lifetime 
accident indemnity for his or her oc- 
cupation. However, since this contract 
is not available to those whose occu- 
pations depend upon the exclusive use 
of their hands and fingers, a companion 
policy, the quality accident policy was 
designed to give virtually the same kind 
of protection to these risks. 


Organize at Fond du Lac 


FOND DU LAC, WIS.—In line with 
the plans of the newly organized Wis- 
consin Assn. of Accident & Health Un- 
derwriters to build a strong state organ- 
ization and assist in the organization of 
local groups throughout the state, the 
Fond du Lac County Accident & Health 
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Assn. was formed at a meeting here. 
Grant J. Nault, general agent Old Line 
Life, a director of the state association, 
was elected chairman of the executive 
committee, and James J. Barr, Time, 
president. Carl Brandt, First National 
Casualty, is vice-president; Arthur Wag- 
ner, Wisconsin National Life, secretary. 


Medical Care Coverage 
Differs from Life Insurance 


“The application of the insurance prin- 
ciple to the financing of medical care 
involves many problems which do not 
exist with life insurance,” Dr. H. H. 
Shoulders of Nashville, past president 
of American Medical Assn., told the 
southern regional conference of the 
Academy of Medicine at Atlanta. “You 
cannot fake a death, but you can fake 
an illness,” he commented. 

He said that when the house of dele- 
gates of A.M.A. several years ago adopt- 
ed 10 principles to govern the operation 
of various non-profit, prepayment med- 
ical care plans, the action was taken in 
the interest of promoting sound experi- 
ments and some degree of uniformity. 
These plans that had been started dif- 
fered from each other. It was recog- 
nized that these were experiments con- 
ducted to determine whether or not the 
insurance principle was applicable to 
the financing of medical care. As a re- 
sult of these experiments, private in- 
surance carriers entered the field, al- 
though earlier they had been reluctant 
to do so because there was no data on 
which to base policy provisions and 
premium rates. Such experience now 
has been provided by these voluntary 
plans. 


Chicago A. & H. Association 
Plans Dinner for Parkinson 


Plans for the dinner to be given by 
the Chicago Accident & Health Assn. 
Nov. 18 for Insurance Director Parkin- 
son of Illinois and members of his staff 
were announced at the October meeting 
of the association Tuesday. The dinner 
will be at the Hotel La Salle at 7 p. m. 
and will be preceded by a cocktail hour 
at 5:30. The attendance will be limited 
to 275 by the capacity of the banquet 
room and indications are that reserva- 
tion will reach that figure at an early 
date. 

The speaker was H. H. Nunamaker, 
Cleveland general agent of Columbian 
National Life and president of the 
Cleveland association. His dynamic and 
dramatic talk, “Change of Pace,” which 
Was given at the annual meeting of the 
National association in Boston, made as 
big a hit as it did at that time. He 
showed the necessity for having differ- 
ent approaches for different classes of 
prospects, the cases in which such a 
“change of pace” is especially desirable 
and illustrated from personal experience 
in his own family the way in which acci- 
dent and illness can strike again and 
again, with devastating results. 

The meeting was one of the largest 
ever held by the Chicago association, 
with nearly 100 on hand to hear Mr. 
Nunamaker’s inspiring message. 


Anderson Conducts Quiz 
Session at San Antonio 


The San Antonio Accident & Health 
Assn. held a breakfast meeting with 
A. D. Anderson, Occidental Life agency 
supervisor for Oklahoma and Texas, in 
charge of a quiz program. Before pre- 
senting his 20 questions, Mr. Anderson 
said the greatest fallacy about selling 
accident and sickness coverage is that 
the approach must be elaborate and 
that a subterfuge is helpful. He em- 
phasized that a simple, direct approach 
is the most desirable and the one that 
will sell accident and sickness protec- 
tion best. 

Mr. Anderson’s 20 questions had to do 
with the conditions under which buy- 
ers of this coverage may collect and 
the ways in which benefits may be paid. 





He closed emphasizing the need % 
considering the fundamentals in gejjj, 
accident and sickness insurance, gtpe, 
ing that people work with their 

to maintain a home and provide fo 
and clothing and other essentials 
their families and that when the appy 
sells the worker protection against {. 
of income, he is rendering the buyer 
service and is. not receiving a favor, 


Hold Utah Sales Congress 
at Salt Lake City Nov. 10 


SALT LAKE CITY—At the Oetohg 
meeting of the Utah Accident & He 
Club, it was decided on recommenda 
of F. Edward Walker, chairman of 4 
arrangements committee, to hold the » 
nual saies congress here Nov. 10, Spe: 
ers will include Gilbert H. Knight, ppg 
ident National association; E. F, Gr 
ory, Denver, first vice-president; R. } 
Costigan, Kansas City, former natiop, 
president, and O. J. Breidenbaugh, ¢, 
ecutive secretary. 

A. Harry Good, chairman of the ej 
cational committee, reported that ap 
other A. & H. course will be given 
the University of Utah next Febr 
the exact date to be determined on oq, 
sultation with Mr. Breidenbaugh, 

Deputy Commissioner R. W. Ga 
discussed the new law, requiring 
agents to take an examination. The ck 
declared it will cooperate with the insy, 
ance department to the fullest extey 
To work out the details of such an e 
amination for A. & H. men, Presider 
Persyl Richardson named F. - Edwar 
Walker, Mutual Benefit H. & A,; W: 
ter M. Jones, Business Men’s Assur. 
ance; D. Clark Stephens, Security Lif 
& Accident, and John B. Allein, Eoyj 
table Life & Casualty, as a committg 


to work with a similar committee oj 


the life underwriters and Mr, Garff, 


Consolidate Activities 


North American Accident of Chicago 
which purchased the Eureka-Marylan 
of Baltimore, will move its life under 
writing department to Chicago May 
in order to have all of its activities cen 
tered in that city. It has gradually bee 
following this plan but at present 
life insurance produced goes to Balt 
more where the underwriting is don 
Records are kept there. The dep 
ment will be moved to Chicago and th 
Baltimore office will merely be one 
its main agencies. The first importas 
move made by the company along thi 
line was the placing of all agency wo 
at the head office under C. H. Davi 
who was formerly manager of the eas 
ern railroad department of Pacific Ms 
tual Life with headquarters in Chicagt 








THE UNION LABOR 
LIFE INSURANCE 
COMPANY 


MatTTrHEw WoOLL, President 
570 Lexington Avenue 
New York 22, N. Y. 


An old-line, legal reserve institution, 
offering Group and Ordinary Life, 
and Group Health, Accident and 
Hospitalization coverage. 


Inquiries regarding sales oppor | 
tunities welcome. 
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He now supervises the entire field for 
ealth, accident, hospitalization and life. 
ome time ago the company appointed 
Dudley as actuary with headquar- 

ve jn Chicago. 
North American Accident has taken 
oxtta space on the third floor of the 
Wrookery building in Chicago to provide 
pace when the final readjustment is 
nade and all departments will be in 


hicago. 


\gent Training Provisions 
, California Discussed 


The Accident & Health Managers 
lub of Los Angeles heard John Ford, 
@>acific Mutual Life, discuss the changes 
n the licensing of agents and brokers as 
he result of the law enacted by the last 
egislature, with particular attention to 
he requirement that as of July, 1948, 
ompanies must have a training course 


nation approved and train prospective agents. 
ugh, ex He suggested that the companies con- 
kult with the insurance department and 
the edu certain what it might consider neces- 
hat ary for inclusion in a basic course. He 
given disco suggested that the companies get 
ebruary together and adopt a single course of in- 
On COMB +ruction of such a scope as to meet the 
h. bpproval of the department. ; 
. Gaff President Ray Scofield was authorized 
ring ao give some study to the matter of hav- 
The ch ing a represenfative of the club on a 


é insur 


ommittee of companies that will work 
exten: f 


ut a solution of the problem. 





onn. Mutual Not to Deduct 
ractional Premiums Due 


Under new policies issued on and after 
Oct. 15 by Connecticut Mutual Life, 
inpaid semi-annual, quarterly, or month- 
y premiums for the balance of the year 
{ death are no longer deductible from 
leath claim proceeds. As a retroactive 
measure, the directors voted that all 
outstanding policies of previous issue 
will be treated similarly. 


ew V.A. Refunds Allowed 


Prior to Sept. 2, veterans administra- 
tion accepted assignment of an armed 
force leave bond for payment on insur- 


urity of the policy by death, whichever 
vas earlier. 
Certain refunds now are available in 
with bonds so assigned: 
amounts of the bond proceeds withheld 
rom previous refunds or cash surrender 
values; amounts of bond proceeds held 
y the veterans administration but not 
redited to the insured’s account; and 
i of bond proceeds 
which have been credited to the insur- 
Nce account (chiefly for payment of 
temiums in advance). Bond proceeds 
which have been applied in payment of 
he difference in reserve for conversion 
t change in plan, loan or loan interest, 
t earned premiums cannot be refunded. 
Veterans administration will continue 
0 accept assignment of armed force 
tave bonds for insurance purposes, but 
uch assignment no longer will postpone 
ntil five years from the bond issue date 
he payment to a policyholder of any 
ortion of a refund or loan or cash sur- 
ender value. 


Southwestern Life of Dallas is issuing 
P to the following amounts of insur- 
ce; ages 0 to 14, $50,000; ages 15-19, 








WANTED 
e. FOR TOP OPPORTUNITY 
Perienced home office A. & H. manager. 
3 ‘cpable of taking full charge new A. & H. 
ept. Well financed and aggressive program. 
unny Southern California. 
itizens Life & Casualty Insurance Company 
6523 Wilshire Boulevard 
Los Angeles 








$100,000; ages 20-50, $200,000; ages 51- 
60, $100,000; ages 61-65, $50,000. 


National Equity Revises 
Premium Rates 


National Equity Life of Little Rock 
has revised premium rates for most of 
its contracts. Cash values, based on 
American experience 3%% modified 
preliminary term (Ill. Std.) reserve are 
unchanged. The company operates in 
Arkansas, Louisiana, Mississippi, Okla- 
homa and Tennessee. IlIJustrative non- 
participating annual premiums on the 
new scale are: 











GEORGE WASHINGTON LIFE—Sep- 
tember business in honor of President 
L. W. James brought total paid business 
for the first nine months to $750,000 
more than the entire business of 1946. 

STANDARD OF PITYSBURGH—Sep- 
tember paid-for gain of 28%, seventh 


consecutive “plus” month. Gain of 18%% 


in first nine months. 
MUTUAL — Sales for 
were $26,013,000, an in- 
erease of 5.7%. Insurance in force in- 
creased by $13,738,000 to $1,245,268,000. 
JEFFERSON STANDARD—Paid 
ness for the first nine months exceeded 
$87,600,000, setting a new record. In- 
surance in force on Sept. 
762,494, a gain of $55,500,000. 
GREAT AMERICAN RESERVE. eC 
tember set record for paid-for life in- 


PROVIDENT 
third quarter 


surance and accident and health appli- | 


cations. Life insurance was $4,744,794, 
with over 1,500 A. & H. applications, 


BANKERS LIFE, IA.—September paid- | 


for $12,138,214, of which $11,068,714 was 
ordinary, an increase of more than 
$1,600,000. For the first nine months’ 
business was $114,243,374, an increase of 
more than $7,190,000. Sales of ordinary 
for the first nine months exceeded $96,- 
450,000, an increase of $3,100,000. 

MINNESOTA MUTUAL—Paid volume 
for the first nine months is $90,455,302, 
an increase of $8,054,169 or 9.8%. Group 
is 51.4% ahead. 





Provident Mutual 





Betters 
Old-Age Compensation Plan 


Provident Mutual Life has liberalized 
the death benefits and the income guar- 
antees under its agents’ old-age compen- 


sation plan. Details of the changes were 
announced at its seven regional meet- 
ings, the last of which was at Swamp- 
scott, Mass. 

At the Swampscott meeting Henry 
Bossert, Jr., assistant manager of agen- 
cies, told of the liberalizations. The old 
age guarantee plan continues to be based 
on payment of a fee of 60 cents per 
$1,000 of insurance in force beyond its 
10th policy year but now a qualified 
agent who reaches age 65 with $1 million 
or more Provident Mutual insurance in 
force is guaranteed that he will never 
receive less than $50 a month under the 
supplementary compensation plan, 
though he may receive more if his busi- 
ness warrants it. There has been no 
guarantee at age 65 until now. The cor- 
responding minimum guarantee when 
the agent reaches age 70 with $1 million 
of insurance in force is $75 monthly and 
when he reaches age 75 it is $100 a 
month. Full vested commissions are 
paid in all cases in addition to the sup- 
plementary compensation. 


Liberalized Death Benefit 


The death benefit being paid on the 
death of an agent who has been receiv- 
ing fees will hereafter be $1,000 or 12 
times (instead of six times), the monthly 
rate of fees in effect at death, whichever 
is greater. 

A total of 230 agents are drawing 60- 


cent fees. Seventy-one of them are over 
age 65 and are now operating under the 
liberalized guarantees and approximately 
half of this number are drawing benefits 
already in excess of the minimum guar- 
antee. 

General Agent E. H. Perkins of Al- 
bany spoke on the importance of the in- 
dividual in American society today as 
exemplified by the part which the in- 
dividual agent plays. 


Another Company Puts 
Ban on Ball-Point Pens 


Another life company has requested 
its agents not to use ball-point pens for 
the completion of any legal document, 
including applications, medical reports, 
loan agreements, and beneficiary re- 
quests, because of the danger that the 
ink may fade when exposed to light. In 
its “News Letter,” Manufacturers Life 
states that tests showed that the inks 
used in some ball-point pens faded 
quickly when exposed to light. The 
company also asks that insured or bene- 
ficiaries refrain from using ball-point 
pens in the completion of documents or 
the endorsement of checks. 

The company points out that because 
of the long-term nature of life insurance 
transactions, it may be 50 years or more 
before the final proceeds of a policy have 
been completely disbursed, and during 
that period the company must be ready 
at any time to produce the signed docu- 


tions on the documents are no longer 
legible there is a grave possibility of 
serious inconvenience to the assured, his 
beneficiaries and the company 


Talks on Guertin Law 


Walter A. Robinson, assistant Ohio 
insurance superintendent, gave a talk on 
the Guertin legislation at the meeting of 
the Cleveland Life Underwriters Assn. 


New K. C. Organization 

Home Office Underwriters Club of 
Kansas City has been organized by 
members of the underwriting depart- 
ments of insurance companies ‘there. 
About 21 representing B.M.A., Kansas 
City Life, Pyramid Life, Postal Life & 
Casualty, National Protective, Old Amer- 
ican, National Fidelity, and Employers 
Reinsurance attended the first meeting. 

Jack D. Horton, reinsurance under- 
writer of B.M.A., was elected president; 
Mrs. B. B. Willard, Kansas City Life, 
vice-president, and Miss Margaret Mer- 
cer, assistant secretary Postal L. & C., 
secretary. 


Wage Increases 45% 
WASHINGTON —A survey of an- 
nual average wages compiled by the De- 
partment of Commerce for 1946 shows 
that employes in the insurance industry, 
finance and real estate businesses re- 
ceived wage or salary increases aggre- 
gating 45% between 1939 and 1946. The 


busi- | 


30 was $727,- | 


Sep- | 





ments which are the authority for its ac- 
tions and if the signatures and designa- 


They’ll be 
*kicking some 
profits 
your way! 


department figures do not go beyond 
last year. 





| Football and other popular sports are 


again taking the sports limelight. 
Schools, amateur and semi-pro foot- 
ball, hockey, basket- 

ball and other teams 

are interested now in 

adequate medical ex- 

pense protection. 


AMERICAN PRO. 

GRESSIVE’S ATH- 

LETIC TEAM UNALLOCATED BLANKET 
COVERAGE MEDICAL EXPENSE POLICY 
provides the coverage these teams need. Its 
sale can add substantially to your regular 
commission earnings—starting immediately! 


Here’s a Sports Policy that has proved its 
worth in the past. It pays ALL medical, 
hospital or surgical expenses up to a $509 
limit for any one injury. ($100 limit for 
dental injuries) and is reasonably priced. 
(A $250 Limits Policy is also issued). 


The Sports Policy is a necessary budget item 
for every school, club or association sponsor- 
ing organized sports—so start YOUR fall 
season with a good “kick-off”. 


Other benefits, such as “Loss of Time” or 
“Accidental Death and Dismemberment may 
be ADDED TO or written IN PLACE OF 


Medical Reimbursement. 


We also issue an “All Athletic Policy” cov- 
ering all scheduled sports or all activities 
(including scheduled sports) of any school, 
for certain student groups, or cover the en- 
tire student body for any injuries sustained 
on, or on and off the campus, including or 
excluding scheduled sports. 


AMERICAN PROGRESSIVE 


HEALTH INSURANCE CO. OF NEW YORK 
A STOCK COMPANY 
COrtlandt 7-6895 


92 Liberty Street New York 6, N. Y. 
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PROMPT SERVICE 


with Complete Brokerage Facilities 


UP TO 
PREMIUM on Life, 
and Annuity Plans 


LOW TERM RATES on 5, 
10, 15, 20 year and One Year 
Renewable Plans 


FAMILY INCOME TO AGE 
65 — also regular 10, 15 and 
20 year F.LB. 


$200,000 SINGLE 
End. 


DOUBLE FAMILY IN- 
COME BENEFIT ($20 
monthly income per $1000) 


MORTGAGE REDEMP. 
TION PLANS —geared to 
F.H.A. 


PENSION TRUSTS — with 
Life Insurance or 100% on 
Deferred Annuities 


INSURANCE ON SE- FOREIGN TRAVEL and 
LECTED DIABETICS RESIDENCE COVERAGE 


PARTICIPATING and NON- 
PARTICIPATING RATES 


INSURANCE IN FORCE 969 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 330 MILLION DOLLARS 
THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE TORONTO, CANADA 


1887 — DIAMOND JUBILEE YEAR — 1947 


— U.S. House Group 
Places Blame 


(CONTINUED FROM PAGE 1) 


insurance expert, who would be respon- 
sible for management, methods, pro- 
cedures, personnel, and service in the 
VA insurance division and that Breining 
be shifted to another VA job. 

The report came from a subcommittee 
consisting of Rep. Rogers, Massachu- 
setts, chairman of the full committee, 
and Rep. Phillips, Tennessee, chairman 
of its insurance subcommittee. 

The committee said VA _ insurance 
“records are inadequate, frequently un- 
locatable and rarely up to date. There is 
little or no control exercised over the 
premium accounting system. ... The 
service is a source of a greater number 
of complaints than any other veterans 
administration activity. Yet it is the one 
service that the veteran pays for.” 


Cites Refusal to Make Improvements 


The report made it plain that VA in- 
surance officials have refused “tg act on 
suggestions for changes and improve- 
ments in methods.” It said VA ad- 
ministrative inefficiencies are causing 
veterans who can afford to do so to drop 
their GI policies and pay higher rates 
for commercial insurance. 

Only 4,800,000 veterans are holding 
their GI insurance, according to the re- 
port, and about 2 million of these are 
men still in the service. 

The report lists the following among 
causes for “an increasing number of 
complaints” about VA: insurance: In- 
quiries and requests for action are “in- 
variably ignored” because the veteran 
has to wait weeks or months for a re- 
ply; delays resulting in overlapping ac- 
tion; veterans keeping up insurance pay- 
ments are sent lapse notices, while those 
who do not keep up payments are not 
sent such notices; issuance of no poli- 





cies, and delays about dividends. Appli- 
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On January 25, 1867, the Equitable Life of 
Iowa was founded in Des Moines, then a fron- 
tier town of 8,000 people. 


The 80 intervening years have witnessed the 















development of that pioneer enterprise into a 
national institution. In contemplating the 
completion of its first century of service, the 
Company will continue to conduct its affairs 
in the sound, constructive and progressive 


manner which Time has so thoroughly tested. 


EQUITABLE 
LIFE of IOWA 


Founded in 1867 in Des Moines 












































cations for conversion are not acknowl- 
edged; serious backlogs are piled up; 
failure to send receipts for payment of 
premium in thousands of cases. In oth- 
ers, premium notices are sent in lapsed 
cases; inexcusable delays in settlement 
of death and disability claims. 


Mass Selling Needs More 
Study: Zimmerman 


(CONTINUED FROM PAGE 1) 


elected three more companies to mem- 
bership. 

The new committee, membership of 
which will be announced shortly, will 
work with a similar group of the Na- 
tional Assn. of Life Underwriters and 
other interested groups in a careful 
study of the impact and extent of mass 
coverage, including group insurance, sal- 
ary savings and pensions plans. 

New members elected were: Home 
State, Oklahoma City; Peoples Life, 
Washington, D. C.; and North Carolina 
Mutual Life, Durham, N. C. They 
bring membership to 186. 








Group Cover Seen Getting 
Green Light in Sweden 


Tage Larsson, vice-president of Skan- 
dia of Stockholm, has returned to Swe- 
den after a three-week tour of the 
United States during which he visited 
L.I.A.M.A. to obtain information on 
company and agency operating cost, at- 
tended the Life Office Management 
Assn. conference in New York and the 
American Life Convention meeting in 
Chicago and visited several home of- 
fices in the east and middle west. He 
is a member of a five-man committee 
appointed in May, 1946, to study the ad- 
visability of introducing group life in- 
surance in Sweden. Mr. Larsson believes 
the committee will report favorably on 
the plan with certain limitations. As 
a result of widespread inflation in Swe- 
den Mr. Larsson expects in 1947 produc- 
tion of insurance in Sweden to surpass 
by far the record production of 1946. 











Form A. & H. Producers NAL 


Assn. in N. Y. City 


NEW YORK—At an Organizati 
meeting of accident and health prog, 
ers in the metropolitan area of Ne 
York, Ralph Lindop, Monarch Li 
chairman of the session, was el 
temporary president. The group woy 
be affiliated with National Assn, of A 
cident & Health Underwriters, whis 
was represented at the meeting - 
President G. H. Knight, C. B, 













































cident & Health Club of New You 
which endorses it, as the club is eam 
j 
: 












posed primarily of home and branch 
fice people. More than 50 attended) 
meeting and signed up for member 
in the National association. 






Life Companies Got 35.3% 
of New 21/.% U.S. Bond Issy, 


WASHINGTON — In a final repo 
on subscription and allotment with ; 
spect to its new 214% bond issue, th 
Treasury announced that total subseriy 
tions allotted to insurance compani 
amounted to $342,225,000, representip, 
35.3% of the total. Pension and retire 
ment funds were allotted 11.1% of th 
total and fraternal benefit association; 
$6,935,000, or seven-tenths of 1% of th 
total. 


W. F. McNamee Shifted 


W. F. McNamee, formerly manager a 
Darby, Pa., for Metropolitan Life, has 
been transferred as manager to the 
West Philadelphia district. He succeeds 
W. F. McGarry, retired. 

Mr. McNamee attended Loyola Col 
lege. He joined Metropolitan as a 
agent in New Orleans in 1920, later 
serving in Philadelphia. He was pro- 
moted to assistant manager there. Later 
he was manager at Greensburg, Pa 
Mr. McNamee previously worked for 
the Baldwin Locomotive Works. 





































Sherwood to U. of Conn. 


HARTFORD—Homer D. Sherwood 
has been named assistant dean of the 
insurance school of the University of 
Connecticut to assist Laurence J. Acker- 
man, acting dean. 

Mr. Sherwood was manager for 
Travelers in New Haven and Var: 
couver, B. C., for several years, and 
also taught casualty insurance in the 
home office during 15 of the 28 years he 
was with Travelers. He retired from 
Travelers the first of the year. He is: 
graduate of the University of Colorado 
and Harvard. 


WANT ADS 














to Be 


E W 
ville” 
Hand 


Dates 0 


the Natior 


E, W- 


Leaders ] 
day night 
of the ty 
agency th 
top man 
ume. 

E. W. 
John Hat 
man of t 
meeting, 
ager Com 
of the 
chairman. 
consist of 
and the c 
mittees: s 
manager 
rangemen 
agent Na 
licity, Mc 
of Prude 
Davis II! 
time of t 
courses W 
one wishi 
Baker, Re 
ville 2. 

Arrang 
by all wo 
appropria 

Reserv: 
be made 
quests sh 
executive 
sociation, 


See Su 
Comm: 


The FI 
prompt a 
tion in th 
al policy! 
refusal to 
under the 
ute could 
indicating 





a test ca: 








WANTED 

FOR TOP OPPORTUNITY 
Sxporteneed home office life agency director 
Take full charge well financed and aggressiv 
program. Life in sunny Southern Califomia. 
Citizens Life & Casualty Insurance Compa] 

6523 Wilshire Boulevard 

Los Angeles 
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with life insurance firm doing a national 
ness desires to make change. Broad 

experience which includes selling and calcult} 
tion of costs, installation and servicing of plans 
also familiar with tax laws and general a 
counting practice. Address N-64, The Nationd 
Underwriter, 175 W. Jackson Blvd., Chicago 4, ll 
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Executive with 15 years experience oT 
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CHANCE OF A LIFETIME 
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managerial ambitions, to take over going busi 
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Dates of the 1948 midyear meeting of 
B the National Assn. of Life Underwriters, 
to be held in Louis- 
ville, are March 
17-20. The Brown 
hotel will be head- 
quarters. 

There will be a 
sales congress Fri- 
day, March 19. 
There will also be 
a meeting of the 
state association 
during the midyear 
meeting and_ the 
general agents and 
managers will have 
a dinner for the 
Leaders Round Table, probably Thurs- 
day night. The Round Table consists 
of the two leading agents from each 
Bagency throughout the state, one being 
top man in lives and the other in vol- 
ume. 

E. W. Baker, district manager of 
John Hancock Mutual, is general chair- 
-§ man of the committee for the midyear 
§ meeting, with Charles J. Monarch, man- 
‘Pager Commonwealth Life and president 
of the Louisville association as co- 
chairman. The general committee will 
consist of Mr. Baker and Mr. Monarch 
and the chairmen of the four local com- 
mittees: sales congress, H. L. Hamilton, 
manager Home Life of New York; ar- 
rangements, Wilton R, Long, general 
agent National Life of Vermont; pub- 
licity, Morgan O. Woodward, manager 
of Prudential; entertainment, W. R. 
Davis III. It is expected that by the 
time of the meeting the Louisville golf 
Late courses will be in excellent shape. Any- 
» Pall one wishing to play should advise Mr. 
'f Baker, Room 527 Starks building, Louis- 
ville 2. 

Arrangements are being made where- 
by all women agents and visitors will be 
appropriately entertained. é 
Reservations for the meeting should 
yo be made as soon as possible and re- 
.f quests should go to Miss Viriginia Bell, 
executive secretary of the Louisville as- 
sociation, 616 Starks building. 























E, W. Baker 
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See Suit as Valid Test of Pa. 
Community Property Law 


The Pennsylvania supreme court’s 
Prompt acceptance of original jurisdic- 
tion in the suit brought by a Penn Mutu- 
al policyholder following the company’s 
retusal to grant a loan until its position 
under the new community property stat- 
ute could be determined is regarded as 
indicating the court’s view that this is 
a test case and that a ruling should be 
made as early as possible to answer 
some of the many questions which have 
arisen in the minds of Pennsylvania 
lawyers as to the effect of the law. It is 
hoped that the decision of the court may 


net the answers to other questions 
as well, 





‘community property of the policyhold- 
“| ° and his wife. A case was instituted 
=} >y Mark Wilcox, who had been as- 
=| ‘gned the policy by Shippen Lewis. 


iil Tells How to Build Leaders 


HARTFORD—L. W. S. Chapman, 
director of the company relation divi- 
sion of L.I.A.M.A. tells in the Septem- 
ber Manager’s Handbook” study how 
to develop leadership in a concise five- 
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step plan based on actual experience of 
successful managers. The leader’s job 
is discused under the headings, per- 
effectiveness in human relations, guid- 
sonal example, vocational competence, 
ance in solving personal problems and 
motivation. The theme of the study is 
that leaders are made, not born, the 
“born leaders” idea afising from the 
fact that a man is governed by good 
leadership habits which came to seem 
inborn. 


Pilot Names VA Official 
as Medical Director 
Dr. J. Lindsay Cook of Winston 


Salem has been appointed medical di- 
rector of Pilot 


Life. He has 
been chief of 
the medical 
and __— surgical 
unit, regional 
office of the 
veterans ad- 


ministration in 
Winston - Sa- 
lem. Dr. Cook 
attended Uni- 
versity of 
North Carolina 
and _ received 
his medical de- 
gree from Uni- 
versity of Pennsylvania. 

Before joining the veterans adminis- 





Dr. J. L. 


Cook 


surance in 1940, today he needs over 
$15,000 based on present prices to ac- 
complish the same results. This makes 
a big job for agents in selling additional 
insurance to maintain purchasing power 
of their clients’ and prospects’ insur- 
ance. 

Chairmen of the three regionals held 
at hotels in the south, west and northern 
quarters of Chicago were Charles W. 
Calhoun, district manager John Han- 





cock; Raymond Stork, agency manager 
Metropolitan, and Nelson R. Brown, dis- 
trict superintendent of Prudential. 





Advance Ely in Indiana 


Samuel Ely has been appointed man- 
ager of Bankers Life & Casualty at In- 
dianapolis. He succeeds Don Haworth, 
resigned. Mr. Ely has been with the 
company there for six years, the last 
year as sales manager. 








tration, Dr. Cook was health officer for | 
Almance County, North Carolina. | 


Ia. Quarter-Million Club to 
Meet in Des Moines Nov. 3 


The Iowa Quarter Million Club will 
hold its mid-year meeting Nov. 3 at the 
Savery hotel, Des Moines. Don Ross 
of “Successful Farming” will speak on 
the farm market. Paul Millett, (Chicago 
lawyer will discuss tax and business in- 
surance. 

Charter members of the club will be 
honored at the luncheon. In the after- 
noon there will be a sales idea contest 
conducted by Robert O. Bickel, of Na- 
tional Life of Vermont, Cedar Rapids. 





Paul Welty of Mutual Benefit Life, 
Shenandoah, will discuss his favorite 
sale. There will be a question box ses- 


sion conducted by Mr. Millett. : 

“The Blue Print of Happiness” will 
be the subject of Newell Day, president 
Iowa State Assn. of Life Underwriters, 
and general agent Equitable of Iowa, 
Davenport. 








Public Acceptance of Life 
Insurance Now at Peak 





(CONTINUED FROM PAGE 10) 


low interest, and the magic word is “‘de- 
ferred income” for those who have in- 
come greater than the current needs. 
The insuring public, he feels, will be- 
come more aware of the annuity func- 
tion of life insurance since high taxes 
and low interest require staggering 
amounts of capital to produce comfort- 
able incomes. Thus a great market is 
being created for insurance with in- 
come and annual premium deferred an- 
nuities. 

He also commented on the _ ever- 
widening gap between the pay for “men 
at work” and for “dollars at work.” 
Men’s hire has followed an ascending 
line, but dollars’ hire a descending line, 
which constitutes an economic situation 
and another outside influence affecting 
life insurance. However, it makes won- 
derful ammunition for life insurance 
sales when properly interpreted. To 
make retirement possible for most 
people their dollars must be “annu- 
itized,” he said. 

Another outside influence is shrink- 
age of the purchasing power of the dol- 
lar which has reduced buying power of 
the total amount of insurance in force. 
If a policyholder needed $10,000 life in- 
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W. O. W. Life Gains 
from Lodge Work 


Membership of Woodmen of the 
World, Omaha, Oct. 1 reached 401,329, 
as a result of two successful campaigns 
in the last six months. President Farrar 
Newberry announced at the sovereign 
camp convention in New Orleans, Oct. 
21. He surveyed the society’s progress 
since March, 1943, saying net gain of in- 
surance in force’ for the period of 4% 
years was $89,398,979 and net gain in 
membership, 66,169. Net gain in assets 
was $24,304,943, he reported, crediting 
De E. Bradshaw, chairman and former 
president, with this fine investment 
show ing. 

“The first fire we sought to fan back 
into flame,” he said, “was that of camp 
activity,” and this has been done by ap- 
pointment of camp committees, covering 
attendance, fraternal service, entertain- 
ment, public relations, ritual ceremonies, 
civic and community activities, etc. 
Camps were encouraged and assisted in 
conducting programs on church and fam- 
ily relations, and to honor veteran Wood- 
men members and those who served in 
the war. Prizes were awarded camps 
in 1944 and 1945 for fraternal activity, 
and in a service center contest in 1946.” 

Next step was to increase and improve 
the auxiliary fraternity, known as the 
uniform rank, two district encampments 
being held in 1946, four in 1947, and a 


national encampment being planned for 
1948. 

Boys woodcraft was a third activity 
fostered, he said, and as result of mem- 
bership campaigns conducted each sum- 
mer for the last three years, juvenile 
membership has been more _ than 
doubled. The most successful campaign, 
45 days in July, and August, produced 
6,449 membership applications. 

Then there was the war memorial 
hospital service for members suffering 
from tuberculosis. Since last year, the 
society has been paying transportation 
expenses of patients from their homes 
to the hospital and return, in addition 
to free health-restoring care. There are 
83 members now receiving treatment. 

Civic and community service was 
stressed in the society’s “Fraternity in 
Action” program, and also patriotism, 
Mr. Newberry said. Medals were 
awarded for proficiency in American his- 
tory to more than 800 boys and girls, 
and flags were presented to some 3,000 
public schools. 


Wideman Assists Midkiff 


L. C. Wideman has been appointed 
fraternal assistant to President T. W. 
Midkiff of Woodmen of the World, Den- 
ver. He joined the society in 1919 at 
Arvada, Colo., in 1921 was elected con- 
sul commander and in 1932 became camp 
secretary. He went to work at the 
home office in 1919 as a mailing clerk 
and advanced to chief of the addresso- 
graph department. He was born in 
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goes far beyond the family circle. 
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wanting their friends to share the protection, frater- 
nity and social benefits of Woodcraft . . . are their 


WOODMEN OF THE WORLD 


Life Insurance Society 
OMAHA, NEBRASKA 














Idaho Springs, Colo., and moved to 
Arvado in 1905. Mr. Wideman was 
given a farewell party by his department 
staff and presented a fine traveling bag. 


Junior Order State Councils 
Elect New Officers 


State officers of three Junior Order 
United American Mechanics state coun- 
cils have been elected at their annual 
conventions. In Ohio, H. L. Pittenger, 
Toronto, was elected state councilor; 
William Burdsall, Hamilton, vice-coun- 
cilor; W. L. Thrasher, Akron, conduc- 
tor; John Rockenfield, Tremont City, 
warden. Columbus was chosen for the 
next meeting. 

The Indiana council elected Orval 
Lykins, state councilor; George Patter- 
son, vice-councilor; Roy Abrams, treas- 
urer; Ralph Grubbs, chaplain; Christ 
Kortokrax, conductor; Russell Hercules, 
warden, and selected Seymour for the 
1948 session. 

The North Carolina council in con- 
vention at Wrightsville Beach elected 
Walter E. Chrissman, High Point, as 
state councilor; C. W. Purcell, Durham, 
vice-councilor; Douglas M. Branch, 
pastor First Baptist Church, Scotland 
Neck, chaplain; Clyde R. Greene, Boone, 
past state councilor, as deputy national 
councilor for North Carolina. James L 
Wilmeth, national secretary, Philadel- 
phia, spoke at the banquet of the North 
Carolina council. 


Continues News Broadcasts 


New England Order of Protection, 
Boston fraternal, has signed with the 
full Yankee network to renew the cur- 
rent series of one-minute participations 
in news service broadcasts Tuesdays and 
Thursdays from 11 to 11:10 p. m, for 13 
weeks. Commercials will stress life in- 
surance for the entire family and bene- 
fits of insuring with a fraternal. 


Two* prominent field workers of 
Catholic Order of Foresters died re- 
cently, E. C. Paquette, chief ranger for 
Massachusetts, and S. Brosseau of 
Kankakee, vice-chief ranger of Illinois. 
Mr. Paquette was 53 and was first vice- 
president of the New England Frater- 
nal Congress. He was born in Marl- 
boro, Mass., and was a graduate of Holy 
Cross College, Farnham, Can. He was 
a claim adjuster of the Boston & Maine 
railway, with which he was connected 
for 30 years. He had been chief ranger 
for Massachusetts since 1940. 

Mr. Brosseau was 76. He had been 
ill for some time. He was active in 
Canadian Court 56 of C.O.F. at Kanka- 
kee and became a state trustee in 1923 
and vice-chief ranger of Illinois in 1927. 
He was civically active in Kankakee 
and was park commissioner for six years 
and president of the park board for two 
years. He also had been town clerk and 
coroner. 


Ray D. Hungate, 58, associated with 
Ben Hur Life of Crawfordsville, Ind., 
for 38 years as office manager and ac- 
countant, died after an illness of some 
duration with a heart ailment. He was 
born in Sandborn, Ind., and was a 
veteran of the first world war, serving 
overseas. 








Merritt at Wausau 


Francis L. Merritt, vice-president and 
agency director of Central Life of Iowa, 
conducted a sales meeting at Wausau, 
Wis., for members of the C. C. Tucker 
agency in 10 north-central Wisconsin 
counties. Wives of the agents were 
guests at the dinner. 


Discusses Joint Work 


SEATTLE—Del Roberts Monday 
discussed “I Do Believe in Joint Field 
Work With Brand New Agents” at a 
luncheon meeting of the Life Managers 
Assn. The meeting next week also will 
be devoted to discussing the problem 
of joint field work with new agents. 


N. E. Mutual C.L.U.’s Elect 


Bruce Barr, Los Angeles general 
agent, has been elected president of the 











New England Mutual Life C.L.U, 
L. Mortimer Buckley, Dallas, js vie 
president and Albert H. Curtis II, 
ton, secretary. 
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Cal. Commissioner to Leayg 


Exam Questions Difficult 


SAN FR: ANCISCO—Critics of 4J 
new agents’ license examinations jpg 
tuted in July by Commissioner Down 
of California have little chance of } 
ing the difficult questions softened, { 
commissioner told the San Francigg 
Insurance Women’s League in respg 
to request for expression of his 4 
tude. 

“Due to the shortage of help dur 
the war, the insurance department 
not revise its examinations for preg 
ers’ licenses for a number of years,” 
a consequence, the questions 
pounded by the department and? 
answers thereto, were well known, 
examination failed to test the knowl 
edge, ability and general fitness of the 
applicant in most instances, and in fag 
only tested his or her memory. 

“Since the statutes require the e. 
amination of applicants to determing 
their knowledge and fitness, the depart. 
ment, as soon as it was ‘able, Dro- 
pounded new examination questions, 
These came as quite a surprise toa larg: 
number of applicants who were not prop. 
erly prepared for a comprehensive exam. 
ination. The results of the examination 
during the month of July, which was 
the first month the new questions were 
given, were disastrous. The word has 
now been passed, however, that the olf 
form of examination is no longer given, 
and that the new applicants must be 
thoroughly prepared. As a conse. 
quence, in recent weeks, the percentage 






















































of those passing has increased mate. 
rially, and continues to increase at each 
examination. 


“Hereafter the examination will he 
constantly revised so that it will not be. 
come stale. It is the intention of the 
department that examinations should be 
comprehensive and fairly difficult, 9 
that the knowledge, capacity and abil 
ity of the applicants can be fairly 
tested. 

“The department’s attitude is, that 
the legislature intended in the passage 
of the licensing laws, that only peopl 
of character and ability, and a fair 
knowledge of the business, should be 
licensed to sell insurance. The de 
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partment intends to enforce these laws 
If a change is needed, the change wil 
have to come from the legislature.” 

The department is revising the ir 
surance manual which sets forth infor 
mation required from applicants, ‘a 
cording to the type of insurance they 
expect to sell. Life agents will be re 
quired to answer questions on accident 
and health insurance and fire and cas 
ualty applicants will have a broader 
field to learn, in addition to the prov 
sions of the insurance code. 
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Edwards Agency of Aetna 
Leads This Year 


A total of $1,800,000 written business 
in the first two weeks of October was 
reported by the R. S. Edwards generil 
agency of ‘Aetna Life in Chicago in its 
effort in the company’s nationwite 

“App-Scrap” campaign, This was the 
entire amount of the agency’s quota for 
all of October, 

For the year to date, the agency i 
national leader by a surplus of moft 
than $2 million, having paid for over $i 
million of ordinary life and endowmetl 
business, counting no group insurance 
pension trusts or annuities. 
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i, R. Adams Named 


TRegional Manager 
‘avel ft American Natl. 


Is 
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ft James R. Adams, L.I.A.M.A. consult- 
of the t and training specialist, will join 
S insti *” American National 
Downey Nov. 1 as director 
of ha of agencies for its 
ed, thy southeastern  divi- 
NCS sion, with head- 
‘SPOn quarters in Bir- 
S 3 mingham. He will 


have charge of ord- 
inary agencies in 
Alabama, Florida, 
Mississippi, Lou- 
isiana, Georgia, 
North Carolina, 
South Carolina, 
, Tennessee and Vir- 
knowl ginia. 
of the Mr. Adams’ ap- 
mn fac pointment completes the regional setup 
which American National formulated 
¢ &H and put into operation early this year 
Tm sor its ordinary forces to decentralize 
'B most of the supervisional duties here- 
» POR ofore carried on in the home office and 
Stlons bring both direction and administration 
: largellg agency affairs closer to the field or- 
POP oanization. Each of the four field ex- 
_ ecutives will handle the problems in his 
Nation§ givision, supervise its operations, open 
Wasi new agencies and be responsible for 
Werth development in manpower and_ pro- 
@ has® duction. He will maintain headquarters 
le olf i, the territory and will be in close con- 
Sven tact with the field organization under 
St be his direction. 


Onse- : i 
Graduate of Emory University 


ntage 
mate§ A native of Kentucky, Mr. Adams 
 €ach§ oraduated from Emory University, At- 
lanta, with a liberal arts degree and 
ill be took one year of law. He entered the 
ot beg life insurance business as an agent for 
f th Liberty National following graduation, 
ild bef and later joined the home office staff in 
it, 98 Birmingham. He had a wide variety of 
abil executive experience in the home office 
fairly§ and organized his company’s first train- 
P ing schools while director of field train- 
at Bi 
ssage 









James R. Adams 


ng. 
In 1944 Mr. Adams joined L.I.A.M.A. 
as a consultant in the company relations 
fait division. The following year he was 
made director of the schools in agency 
management from which more than 1,000 
laws§ managers, general agents and home 
fofice executives from all parts of the 
nation and Canada were graduated dur- 
ing Mr. Adam’s tenure. He has spoken 
at many life insurance and civic meet- 
“Aings. He is a C. L. U. and holds a di- 
ploma of the Life Office Management 
Assn. Institute. 
His work as a consultant for L.I.A. 
M.A. took him into the home offices of 
more than 50 life companies in all parts 
igof the country. He has written many 
L.LA.M.A. publications. 


e in- 





@ §Corpus Christi to Have 
3-City Sales Congress 


A sales congress at Corpus Christi 
sponsored by the Corpus Christi, Valley 
Grande and Victoria associations will be 
held Nov. 8 at the Driscoll hotel. May- 
thegnard Herbert, general agent of Cali- 
lornia~-Western States and president of 
the Corpus Christi association, will be 
the opening speaker. Following the in- 
Vocation there will be a welcome by 
> $10 Mayor Seale of Corpus Christi, and L. 
Mortimer Buckley, general agent New 
ic6#England Mutual Life, Dallas, chairman 
of the Texas Life Underwriters Assn. 
sales congress. 

_Jul_ B. Baumann, general agent Pa- 
tific Mutual, Houston, president of the 
National association, will bring greetings 
ty ‘rom N.A.L.U. Other morning speak- 
mall ers will be E. F. Greer, president Valley 
7 ptande association, A. R. Jaqua, South- 
act Methodist University, and A. E. 
Minze, National Life & Accident, Hous- 




















ton. R. W. Archer, publcity director of 
Southwestern Life will be the lunch- 
eon speaker. 

N. L. Hutson, past president of the 
Victoria association, will be the after- 
noon chairman Other speakers will be 
James D. Edgecomb, general agent 
John Hancock Mutual, Fort Worth, 
president of the Texas association, and 
John H Fargason, Great Southern Life, 
Galena Park, Tex., who paid for $1 mil- 


lion of business during his first 12 
months in the business. 
Reservations can be made through 


Andrew Dickinson, Southwestern Life, 
Jones building, Corpus Christi. 





D. F. Barnes Urges 
Militant Support 
of Agency System 


Unless agents become somewhat mili- 
tant about the agency system, what they 
will be doing is servicing rather than 
selling, Donald F. Barnes, director of 
research of the National Assn. of Life 
Underwriters, told the Louisville associa- 
tion. He particularly mentioned mass 
selling as “something we have to watch.” 
He pointed out that trade association 
coverage first came up¢ Group insur- 
ance used to have a $5,000 limit but it is 
now $50,000 in some states. The individ- 
ual tailoring of life insurance has been 
its foundation and “we don’t feel that 
basis is outmoded,” he said. 

Mr. Barnes also spoke on National 
Service life insurance. He said that 
insurance for men joining the armed 
forces in peace-time and for men with 
peace-time service only is unfair com- 
petition to insurance companies and an 
inroad into private enterprise by the 
federal government. He said that new 
members of the armed forces should 
not be eligible for government in- 
surance, now that most of the private 
companies will insure them at standard 
rates. Just as a steel-mill worker is no 
longer covered by his employer’s work- 
men’s compensation policy when he is 
off the job, the peace-time service man 
should leave his government protection 
behind when he is discharged. The 
agency system must justify itself, Mr. 
Barnes said or it will have to go out of 
business. But the job cannot be done by 
any small group. It has to be done by 
all 50,000 members of the National asso- 
ciation working together as a unit to 
justify the system. 


Court Has Jurisdiction 


Even though claimants to a fund are 
all residents of the same state, the U. S. 
circuit court of appeals, 9th circuit, has 
held that the federal court has jurisdic- 
tion in an interpleader case if the inter- 
pleader has a domicile in another state. 
The court denied a rehearing in the 
case of Rossetti, et al v. Hill, et al. 





Office School Popular 


More than 10% of the home office em- 
ployes of Mutual Life have enrolled in 


a training course to study office manage- 
ment. In all, three courses are pro- 
posed. They are orientation for new 
employes, training for employes anxious 
to gain advancement, ‘and counsel and 
discussion groups for supervisory em- 
ployes. 


Dinner for Buffalo Cashiers 


Buffalo Life Agency Cashiers Assn. 





held a dinner meeting with Harold 
Eckerman, manager of Retail Credit 
Co., as speaker. The association 


has launched an intensive membership 
drive. 
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“Out of this World’’ 
EVERY NIGHT IN 
THE WEEK 


Joe is getting ahead in the world, yet he 
sleeps serenely every night. 
represents an institution not so la 
what the President calls him by his first 


You see, Joe. 
e but 


Joe’s good deeds are quickly recognized 
and his troubles - given the careful atten- 
ates. 
ferences with top officials he is 


In round table con- 
ven ample 


opportunity to get things off his chest—to 
tell how he would run the show. He is some- 
body—he is sure of his future. 





Joe is a typical life underwriter of 
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Your treasure chest may contain many things that 
now seem precious to you. Time will reappraise 
values. Passing years will make financial security your 
most precious treasure. 


A substantial Endowment Fund is your guarantee of 
a lifetime pension. A moderate savings through the 
years invested with The MACCABEES will fashion 
this guarantee of financial independence. This free- 
dom from privation will then be your most priceless 


The Maccabees personal security plans have a 
strong appeal to prospects. If you're interested in 
this highly profitable activity, address— 


7 MACCABEES 


RESERVE 
WOODWARD AVENUE ° 


INSURANCE 
DETROIT 2, MICHIGAN 
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Picotte Georgia Manager 


World of Omaha has appointed Frank 
L. Picotte Georgia state manager, with 


headquarters at Atlanta. 


He goes to 


Atlanta from Charlotte, N. C., where 
he has been in the insurance business 


for many years. 
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COATES & HERFURTH 
CONSULTING ACTUARIES 


@88 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 











ILLINOIS 








DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
168 W. Randolph St., Chicago 1, HL 
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WALTER C. GREEN 


Consulting Actuary 
211 W. Wacker Drive 
Chicago 
Franklin 2633 






















HARRY S. TRESSEL 


Certified Public Accountant and 


Actuary 
10 S. La Salle St., Chicago 3, Ill. 
Franklin 4020 
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Consulting Actuaries 
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ALVIN BORCHARDT 
Consulting Actuary 


76 West Adams, Detroit 26, Michigan 
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Established in 1865 by David Parkes Fackler 
FACKLER & COMPANY 
Consulting Actuaries 
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Auditors and Accountants 


Welfe, Corcoran and Linder 
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Armor in Office Shows 
Changed Style in ‘Coverage’ 


Elliott Belden, regional manager in 
Salina, Kan., of Franklin Life, and 
president of the Salina Life Underwrit- 
ers Assn., acquired one of the most 





> 


ancient forms of “insurance coverage’ 
when he purchased the ornamental 
armor which for years stood in a pri- 
vate estate now being dismantled and 


soon to be converted into the St. 
Joseph, Mo., Museum. 

Mr. Belden bought thé armor to 
visualize to insurance prospects who 


visit his office how the popular concep- 
tion of “complete coverage” has changed 
in the last 400 years. While armor 
was a man’s “coverage” at that time, 
life insurance now offers tailor-made 
contracts of protection. The armor, 
according to Mr. Belden, creates just 
the proper atmosphere for insurance dis- 
cussions. Just the mention of “armor” 
is a natural opening for asking, 
“How long has it been since anyone 
has checked your coverage? Has your 
life insurance program been modernized 
to meet present day conditions?” 

The picture of Mr. Belden and “King 
Arthur” as the armor has been named 
by members of the Franklin Salina 
agency, has as a background a Gobelin 
tapestry valued at $12,000, and one of 
the few still remaining in private own- 
ership. 





Survival Not Enough 


The Mississippi supreme court has 
held that where a policy provides that 
a claim does not mature until the home 
office receives satisfactory written proof 
of death, the estate of a beneficiary who 
dies before the claim thus matures is 
not entitled to the proceeds. The de- 
cision reversed the trial court’s decision. 
The insured and ther husband were 
killed in an automobile accident, the 
husband surviving by about one-half 
hour. He was the sole beneficiary of 
his wife’s policy, there being no con- 
tingent beneficiary. The lower court 
decided that the husband’s estate was 
entitled to the proceeds, but the su- 
preme court held that since the policy 
had not matured in the manner specified 
in the contract. the proceeds should go 
to the insured’s estate. The case is 
Mabron, Admr. etc. v. White, Admx. 
etc. 





C. P. Snyder to Saginaw 


C. P. Snyder, formerly manager for 
Metropolitan Life at Hancock, Mich., 
has been transferred as manager to 
Saginaw, Mich. He succeeds W. L. 
Burchill who has retired under Metro- 
politan’s retirement program. 

Mr. Snyder joined Metropolitan as 
an agent in Detroit in 1930. As an as- 
sistant manager he was placed in charge 








of the Ashland detached office of the 
Superior, Wis., district in 1934, subse- 
quently holding the same position at the 
vanced to a field training instructor for 
Great Lakes territory in 1944. He was 
Ironwood detached office. He was ad- 
appointed manager at Hancock in 1945. 


Prudential Shifts Loan 
Office Field Personnel 


Prudential has made several promo- 
tions and transfers in the field personnel 
of its mortgage and real estate depart- 
ment. G. W. Palmer, who since 1938 
has been manager in Cincinnati was 
moved to New York as manager. C. C. 
Fletcher, formerly assistant manager 
under Mr. Palmer, succeeds him as 
manager. . 

O. Forrest McGill, formerly manager 
in New York was transferred to the 
home office and promoted to regional 
manager. 

T. Murphy, transferred to the 
home office as assistant general man- 
ager, was replaced as farm loan manager 
in California by E. C. Rogers. Mr. 
Rogers was formerly mortgage loan 
manager in Richmond. 

Emmet McGauley was made manager 
at Richmond. He has been an assistant 
manager at Kansas City for two years. 

J. C. Figuers, who was an assistant 
manager in Birmingham, succeeds Hugh 
Abernethy as manager. Mr. Abernethy 
goes to the home office as assistant gen- 
eral manager. 





Texas City Group Total 


_Dr. Emmett Kelly, medical director 
of Monsanto Chemical Co., in address- 
ing a fire insurance group at St. Louis 
on the Texas City disaster, said Metro- 
politan Life has paid $1,100,000, includ- 
ing double indemnity, under its Mon- 
santo group life cover. Of the 400 Mon- 
santo employes there, 140 were killed 
with all but 21 eventually identified. 
There were 205 injured. In Texas City 


= 
as as a whole 592 were killed and mi, 
ing with 483 bodies recovered, Three 
thousand were injured. 










Mass. Mutual. Names Two 
N. Y. City Group Supervigo, 


Massachusetts Mutual Life has 2p. 
pointed Neil Oliver and Edwin p 
Brooks as group supervisors in Ney 
York City. 

Mr. Oliver entered the group fey 
with Prudential in 1932 as a home of 
fice representative at New York. Dy. 
ing the war he served in the army, 4 
associate district sales manager he x, 
turned to Prudential with the grow 
department at Richmond before joining 
Massachusetts Mutual. 

Mr. Brooks entered insurance folloy. 
ing his graduation from Ohio Wesleya 
University, as claims adjuster for Aetm 
Life’s Philadelphia office. During th 
war he served in the army. He yjj 
specialize in the administration ané 
handling of claims for trustee grow 
business in New York and New Jersey, 















Hartford Claim Group Eleck 


J. William Mahoney, Connecticut My. 
tual Life, was named chairman of the 
Hartford Claims Conference at its first 
meeting of the season. William J, 
Shages, Connecticut General, was choseq 
vice-chairman and Reginald A. Burns 
Travelers, treasurer. The speaker was 
Charles S. House of Manchester, state 
senator. 





Walter G. Bowerman, assistant actu 
ary of New York Life, is the author of 
a book “Studies in Genius.” It is based 
on a survey of 1,000 persons receiving 
the most space in the “Dictionary oj 
American Biography.” 





ta h z. by 





Write more sub- 
scribing to The Accident & Health Re 
view, $2 a year, 175 W. Jackson Blvd, 
Chicago. 
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PEOPLES LIFE 


Frankfort 


“The Friendly Company” 


Yes, we are very proud of forty years 
of outstanding, friendly service to 
fieldmen and policyholders. Rec 
ords of black and white tell a story 
of distinctive achievement through 
out the years. 


The friendly spirit existing between 
the home office and fieldman is re 
flected in the service to policyhold- 
ers. You, too, will find it pays to be 
friendly with 


INSURANCE COMPANY 








Indiana 
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Coming Soon— 





For the "CRITICAL MOMENT" in the sale 
—whén you enter the presence of the 
prospect! 


Fifty seconds is about all the time you have, 
when you approach a stranger, in which to 
“speak| your piece”. Within those fleeting 
momeyts, you must say or do something to 
make a favorable impression—so your pros- 
pect will want to know more. 





Here is the first encyclopedic work devoted 
exclusively to initial approaches. Here are 
hundreds—(to be exact 365) workable ideas, 
all of which are being regularly used by some 
outstanding underwriter who is setting a 
record for consistent production. 


The Proper “OPENER’’ for Most Every Prospect and Situation! 


No one can measure the value of saying the right thing at exactly 


365 Ideas the right time. The “first-few-words-you-say”, in starting an interview, 365 Ideas 
are so immensely important. With “Door Openers on Parade”, you 
that have the proper opening remark for every type of prospect. Here are that 
Get Attention! 365 proven methods that arouse interest, impel action and get you Impel Action! 


started into a sales-building interview! 


The “first-few-words-you-say’’— are So Immensely Important! 


And — for a Gold Mine of 
Practical Prospecting Plans — 


Get “Doorways To Prospects” 


*In this earlier book, Mr. Cagan presents the actual ver- 
batim prospecting methods regularly used by a group of 
steady producers. He gives you 36 ways of building and 
maintaining a perpetual group of good prospects. 


Few indeed, are the life underwriters who will not be 
greatly benefited by improving their prospecting. If you 
don’t already have this helpful volume, Order yours today! 


PROSPECTING is the Key to Your Income! 






An Important NEW Sales-Builder 





for the Vital “First-Fifty-Seconds”! 






















“Door Openers ON Parape’ 


365 Actual Opening Remarks of | 
Successful Career Underwriters— | 


Practical Proven “Door Opening” Ideas! 





Gathered and Classified by Maxwell S. Cagan of Los Angeles 


Finally—after all these years, someone has taken the time and effort to 
gather and verify, group and classify, the hundreds of effective approach 
ideas used by successful underwriters—and to arrange them in a manner 
readily available for use with all types of prospects and situations. The man 
who has produced this unique and invaluable compilation is none other than 
Maxwell S. Cagan, author of “Doorways to Prospects”,—that well known 
storehouse of field-tested prospecting plans.* 


STIMULATING — Nothing else like it! 


In this important new work, entitled, “Door Openers On Parade”, you will 
have at your command a whole library of 365 opening remarks, for the vital 
“first-50-seconds” with your prospect. It tells “what-to-say”—to the man 
you’ve just met, the one you have met only a couple of times, the old friend, 
the husband, the father, the executive, the doctor, the “big shot”, the chap 
who is just getting started, the young girl and the grandmother, and in fact | 
every one with a conceivable need for life insurance. And all 365 are care- | 
fully cross-indexed for quick reference! 





You May Order "On Approval” — Mail this Coupon NOW! 
Send me, when ready — subject to “ten day” approval 
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i 

i 

] 

i 

i cop “Door Openers On Parade" by Cagan (Cloth Bound $2.50) 
; cop “Doorways to Prospects" by Cagan (Paper Bound $2.00) 
; Send One of Each at Combination price of $4.00, (CO Check here if both are desired) 
i 

; Name Title 

i 

- O Charge My Account Company ; is. 
- O Send C. O. D. ni 

1 Oy Check Attached wig 7 
: City. (Zene.__.)} State .__ 








To THE NATIONAL UNDERWRITER CO., 420 East Fourth Street, Cincinnati 2, Ohio 
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Here’s the rate of growth of ordinary life insurance in force with the 
25 leading companies from 1937 through 1946. 


W 


Us 


ut oheed 


POST ADVERTISING PAYS OFF! Just look what’s 
happened to ten of the leading insurance 
companies that have consistently placed ad- 
vertising in The Saturday Evening Post. 

No matter how you chart it, Post adver- 
tising pays off. 


3% Advertisements in the Post reach the best 
prospects—the people whose education 
and income are well above average. 


Advertisements in the Post get attention. 
In fact, people like to read ads in the Post 
—far more than in any other magazine. 


Here's how these 25 life insurance companies stand today in total 1 


volume of ordinary business. ‘ 








Dollars 
55 BILLION 


50 BILLION 


45 BILLION 


40 BILLION 


35 BILLION | 


$0 BILLION 


25 BILLION 


1937 





ERNE ERC ETE 

































































Chart the two together and you'll see how consistent Post advertising | 


It pays to have the Post pave the way 





pays off—year after year. 


